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Amos D. Bridge’s is an institution where the human touch always comes first. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Strand’s new 9-feet-wide Garage Door 
saves owners money on fender repairs 
for yeers and years to come 
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Strand’s new 9’ x 7’ Receding (track- 
type) door meets the big need for a 
handsome, durable, low-priced door for 
wider garage openings—to accommo- 
date today’s wider cars! So—it isn’t sur- 
prising that this door has met immediate, 
national acceptance. Builders have been 
quick to see how they can give their 
customers tremendously greater value. 


The cost of this larger 9-foot door 
(over a door only 8 feet wide) is negli- 
gible—factory list price is only $7 more. 


Strand’s horizontal lines add new 
beauty to the garage. Rugged new X-type 
steel bracing adds to the great strength 
and rigidity of the one-piece all-steel 
door leaf. Strand doors are galvannealed 
—with a heavy galvanized zinc coat for 
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rust protection—oxidized to provide an 
excellent base for paint; no priming coat 
needed. 


The one-piece door leaf eliminates 
time wasted in field assembly of doors. 
Hardware, too, is factory assembled and 
packaged—and installed with simple 
tools. You save plenty of time on 
installation. 


Strand doors cost you less—the logical 
result of standardizing big volume pro- 
duction. Strand doors are available in 
the following types and sizes: 


8’ x 7’ Receding (track) and Canopy 
9’ x 7’ Receding (track) and Canopy 
16’ x 7’ Receding (track) only. 


Order from your jobber, or mail coupon 
for information and jobber’s name. 
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WASHINGTON REPORT 





Government, according to assorted signs, wants 
to keep house construction going along at a 
pretty high rate; will come through with ad- 
ditional loosening of credits, if that’s necessary. 
Note in how many places this has already been 
done, nominally to aid defense housing. 


Private residential construction, measured in dol- 
lars, is close to 30 percent below the Septem- 
ber, 1950, high point. Those are Dep’t of Com- 
merce and Dep’t of Labor figures. But 
residence stuff, at this writing, is about as high 
on the chart as it was at any time in ’49; and 
in fact the average for the first half of ’51 
is well above the ’49 all-year average. 


Business construction, commercial and industrial, 
reached a high point last March; has jiggled 
down, say about seven or eight percent, since 
then. Most analysts think commercial-indus- 
trial building will hold up fairly well through 
the year, taking it across the board. 


But there are a few shift-arounds. 
labor them, but there they are. 


On the one hand, industrial production is at a 
post-war peak. The Federal Reserve says so. 
Steel production is being crowded past the 
nominal top capacity of the mills. Electric 
power production is some 11 or 12 percent 
higher than in midsummer of last year. The 
— of unemployed is low; less than 2,000,- 
000. 


But retail sales, on the other hand, haye slowed 
down; not to a walk, sure enough, but they 
don’t make like the old fire horse, splitting 
Main Street on the dead run. 


The wise boys say this doesn’t mean a recession. 
But the BLS commodity price index has gone 
off some 16 percent in five months, and for the 
first time in a year and a half the cost of living 
is down; only a fraction of a percent, but down! 


No need to 


Construction for commerce and industry got a 
big upward shove when the Korean shoot- 
ing started. Everybody thought the cost of 
building would rise, as it did; and that the 
prices and the demand for consumer goods 
would advance. It looked smart to build those 
plants in preparation for the big market. 


Government lads hold that the big inflation story 
is still ahead of us. But three out of five con- 
sumers, according to a current survey, think 
prices are going to decline still more in the 
next few months. So as of now John Customer 
isn’t trying to run home with everything he’ll 
need during the next two years. 


The retail markets, just now, are not so hot. The 
average business man concludes that American 
production capacity is probably big enough to 
take care of defense production and civilian 
goods. Controls people say this idea is danger- 
ous; but in any event there isn’t so much urge 
to expand. 


The important factor, for us, is this slow decline 
of industrial and commercial building. Many 
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concerns think, if they need them later, they 

can build their plants at less cost. They’re not 

rushing it now. In fact during the middle of 

: uly heavy construction took quite a sharp 
rop. 


So here’s the story as it comes over the Capitol 
grapevine: Construction is one of the big 
stabilizing and supporting factors in the U. S. 
economy. So if there’s going to be less com- 
mercial and industrial building than Uncle Sam 
expected during this summer and fall, then he 
thinks there’d just better be more residence 
building. 


Demand for business space, according to the Na- 
tional Association of Real Estate Boards, runs 
about like this: In 33 percent of American 
cities demand will increase; in 48 percent 
there’ll be no change; in 19 percent there’ll be 
a decline. 


This takes some understanding. Don’t compare 
the 33 percent with the 19 percent and conclude 
that over-all demand is rising; for it’s the 48 
percent expecting no change that’s the con- 
trolling factor. Ten months ago, according to 
educated guesses given this page, some 85 per- 
cent of U. S. cities, instead of 33 percent, 
wanted more business space. And fast! 


Add the fact that about 35 percent of U. S. com- 
munities are expecting a big increase of de- 
fense industry and military personnel. Com- 
pare this with the 33 percent wanting more 
business space. Cause and effect? Could be. 


Most of the economists, those who are usually 
right, warn us of rising inflation after the turn 
of the year. That’ll depend upon the speed and 
volume of defense production. General Mar- 
shall, you remember, said he was shocked by 
the letdown following the truce talks. He 
probably doesn’t need to worry about defense 
production. It’s likely to hold up pretty well. 


It’s this summer and fall we’re thinking about. 
With department-store sales dozing along, and 
with nonresidential construction declining from 
the high point of last March, it won’t be sur- 
prising if Uncle beckons the private house- 
building industry. And notice the dirty looks 
in Congress aimed at Regulation X. 


The drift is toward easier housing credits. Fanny 
May is getting into the act in a big way, for 
defense and military housing. HEHFA Admin- 
istrator Foley has set aside $350 million to buy 
eligible mortgages in this field. He’s waived 
the two-months waiting period, for buying 
mortgages of programmed defense and mil- 
itary housing, by FNMA. 


Fewer I-beams and such in house building. More 
use of various substitute materials. But so far, 
no really painful shortage of any vital mate- 
rials. Hence the gossip along the avenues that 
there’ll be quite a hefty lot of houses built be- 
fore Christmas; with Uncle Sam, if he’s needed, 
in there doing his bit to aid the private-indus- 
try lads. 
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‘*Renta Clarke’s More Business Plan really 
works,” says Bill Goggin. “It brings regular and 
dozens of new customers into the store. It creates 
‘double-sales’—because we always sell related 
items such as sandpaper, paint, varnish and 
stain, as well as merchandise from other depart- 
ments. In fact, we average about $1,000 a year 
in rental fees from each set of Clarke machines 
alone! Plus $3.00 worth of related items for every 
dollar in rentals. That is really profit. Our Clarke 
rental department more than pays our rent.” 


Remember, the Clarke Plan provides the most 





William J. Goggin of the Goggin Paint Store, Kalamazoo, Michigan, 
always takes time to acquaint his rental customers with the operation of a 
Clarke sander. His 5 sets of Clarke machines are busy most of the time. 





BILL GOGGIN 


GOES FOR wit Lanka's 


More Business Plan 


William J. Goggin 


complete selection of point-of-sale displays and 
promotional materials in the rental field—every- 
thing to build a profitable rental department. 
You'll find, as Mr. Goggin did, that Renta Clarke 
will increase your store traffic, win new cus- 
tomers and really pile up profit. Write for full 
details today! 


e SELLE OR RENT 
CLARKE SMOOTHIE SANDER 





.-. for professional rough, medi- 
um or fine sanding. 5 to 10 
times faster than by hand. Many 
customers rent... then buy! 


468 CLAY STREET © MUSKEGON, MICHIGAN 
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NEWS BRIEFS 





The Administration’s defense housing program was taken out 
of the controls legislation, in conference; which may or may not 
mean this proposal is permanently done in. 


* * * 


Defense housing was added by the Senate to the controls bill 
as a rider; when the House ignored a separate act that had been 
passed by the Senate. Legislation by rider isn’t so good. House 
conferees agreed to see if they could get the Senate bill to the 
House floor. Probably will not succeed. 


* * * 


Much contention over the provision in the conference report 
allowing manufacturers and processors to add to their prices prac- 
tically all extra costs that have appeared up to July 26. Certain 
rollbacks are permitted; but some officials expect, under this pro- 
vision, that there’ll be more “roll-forwards.” 


* * * 


About the same protests over the provision allowing whole- 
salers and retailers to add their extra costs and then to figure the 
customary markup—the average for the industry—on these cost 
additions. Eric Johnston has called this a system for turning 
wholesalers and retailers into “commission salesmen for inflation.” 


* * * 


Congress took the position that added costs were something 
wholesalers and retailers couldn’t control; that they shouldn’t be 
penalized for what they can’t help. 


* a * 


Much violent debate over the bill; but Congressmen sobered 
off their passions and did about as good a job with controls as any 
one could expect ... Many Congressmen think the danger of in- 
flation MAY have passed. Many hope the Korean negotiations 
MAY issue in a lasting peace. 


* + * 


No conscientious legislator can afford to forget in the present 
economic lull, the goings on of inflation a few short months ago; 
nor should he forget that Uncle Joe Stalin definitely hasn’t got 
religion. Most of the lawmakers, in the clutch, tried to fix up a 
statute that would ride out any probable storm. Give them credit. 


* * a 


A few guesses made by experienced industry analysts: No 
big-up-and-down price waggles the next five months. Little ones 
that you can take in stride. But better be setting your plans for 
possible inflation flights, next winter. Just know in advance what 
you’ll do, in case. 

* + * 

Expect some decline in industrial production during the re- 
mainder of the summer; some retail price cutting by merchants 
in other lines. Defense spending will stay right high. Private 
consumers have quite a lot of money and will spend it for what 
they want. 

a a & 

Building materials? One as yet unmeasured factor you’d 
better watch. That’s damage repairs in the great flood area. One 
official of this industry, asking not to be quoted by name, guesses 
that ten percent of the building materials used this summer and 
fall will go into the disaster area. That’s a big percentage. 

* * So 


Raymond M. Foley, H&HFA Administrator, has been given 
the duty of handling emergency aspects of flood disaster housing; 
and Charles E. Wilson, Defense Mobilizer, will manage long 
range, permanent restorations. That looks like a smart division of 
these difficult duties. 
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Wood Arch in Haiti 
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ARCH OF LIBERTY at the 
International Exposition at 
Port-au-Prince, Haiti, is con- 
structed of exterior plywood 
and laminated wood arches 
fabricated by Rilco Laminated 
Products in Albert Lea, Minn. 
Three laminated ribs were 
braced in such a way as to gain 
lateral stability; then they 
were sheathed with the ply- 
wood. Height of the arch totals 
39 feet and the span is 40 feet. 


Materials Survey 


The recently issued Housing 
and Home Finance Agency’s 
Materials Use survey indicates 
that almost nine-tenths of the 
single-family detached houses 
built in the United States dur- 
ing the first half of 1950 were 
one-story homes, two-thirds 
having no basements and about 
half having just four rooms, 
not counting bath. 

The average floor space of 
the new houses was 980 square 
feet. Less than 5 percent used 
coal-fired heating equipment, 
while nearly 60 percent used 
gas-burning heating equipment, 
and about 30 percent were 
heated with oil. More than 50 
percent used galvanized steel 
piping for house water piping, 
about 15 percent used copper or 
brass piping, and about 30 per- 
cent used copper tubing, as 
against 1940 comparisons of 70 
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...and you'll sell more 
with this NEW SIGN? 


N your window, on your counter, or hung on your wall, this 11” x 12” 

modern, smart-looking, metal illuminated sign in red and purple—with 
glass face and glowing red plastic bands at top and bottom—is a point-of- 
purchase sales stimulator of more-than-ordinary value to you. 

People passing your store, or entering for the purchase of other items, 
will immediately be reminded of that broken pane that must be fixed. 
And they'll know, from the reputation that Pennvernon has achieved as 
“‘window glass at its best,” that here is the right product for them. 

You'll be wise to display this Pennvernon Illuminated Sign in a promi- 
nent place. One thing is certain, this sign will make it possible for you to 
increase your sales of Pennvernon Window Glass. 

Get in touch with your local Pittsburgh Plate Glass Company branch 
or jobber for full details about this sign, as well as for the other hard-hitting 

sales aids available to you for arranging an effective pro- 
) ~ motion effort on Pennvernon Window Glass. Pitts- 
eee burgh Plate Glass Company, 2166-1 Grant Building, 


© Pittsburgh 19, Pennsylvania. 
PennverNOnninor ss ois bet! 






GLASS - CHEMICALS - BRUSHES + PLASTICS 


PITTSBURGH 


PLATE GiA S'S COMPANY 











percent for galvanized steel, 20 
for copper and 9 for brass. 

An estimated 86 percent of 
the homes covered by the 1950 
survey were one-story, while 
the rest were 114 or two-story. 
Houses of more than one story 
were built most frequently in 
the Northeast and Great Lakes 
states. In 1940, 67 percent of 
the new houses of the same type 
built were one-story dwellings. 
The current predominance of 
the one-story house among new 
single-family detached _resi- 
dences indicates the continued 
trend towards the “ranch type” 
or “rambler” house. 

Full basements were pro- 
vided in only an estimated 36 
percent of the houses built dur- 
ing the first half of 1950, show- 
ing the shift to crawl-space and 
slab-on-grade construction. The 
survey was the first of its kind 
ever attempted, covered all ma- 
terials from basement to roof, 
as well as miscellaneous equip- 
ment. Further results will soon 
be issued. 


Retail Sales 


Large independent retail 
stores in the United States reg- 
istered a decrease of 3 percent 
in June 1951 over June 1950 
and a 4 percent decrease from 
May to June. These prelimi- 
nary data, based on reports 
from approximately 9,000 large 
independent stores, were re- 
leased by the Bureau of the 
Census, U. S. Department of 
Commerce. These large inde- 
pendent retailers are engaged 
in a number of kinds of busi- 
ness and are located in selected 
areas throughout the country. 
The percentage changes are not 
adjusted for seasonal variation, 
number of working days, or 
price changes. 

Both food stores and general 
stores recorded a moderate in- 
crease (11%) in June 1951 over 
June 1950, while a decrease of 
15 percent was recorded for 
motor-vehicle dealers. 

Lumber yards showed a de- 
crease of seven percent between 
June, 1950 and June, 1951. 


Maple Flooring Report 


At the mid-summer meeting 
of the Maple Flooring Manu- 
facturers Association, held in 
Chicago, July 13, Northern 
hardwood flooring producers 
were told that the panic buy- 
ing spree of some months ago 
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Never UNDERESTIMATE the imagination of a wom- 
an! When she dreams of remodeling her house, she is 
really dreaming of a new house, and she expects her 
rejuvenated home to look brand new! She depends on 
you for advice on materials that will make her home 
the talk of the neighborhood, and she wants that talk 
to be all praise. 


You can be certain of customer satisfaction when 
you recommend pre-stained Cedar Shakes for remod- 
eling exterior walls. Shakes are a new-construction 
material, so there’s no question that homes remodeled 
with them will have the new home look. No other re- 


ONLY PRE-STAINED 





















modeling material offers this first-quality new house 


appearance in addition to bonus insulation, easy ap- 


plication, and moderate cost. 


And remember—women often change their minds 
...and they often like to change the color of their 
homes. Cedar shakes, unlike most remodeling mate- 
rials, can be restained at low cost if, in future years, 
your customer wants to change her exterior color 
scheme. You will win new friends when you recom- 
mend pre-stained cedar shakes. 





WILL MAKE HER HOME LOOK GENUINELY NEW 
e Long-Lasting 


e Insulated 


© Colorful 





STAINED SHINGLE & SHAKE ASSOCIATION 


5527 WHITE BUILDING e SEATTLE 1,WASHINGTON 
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aided considerably in creating 
the present tension within the 
industry. 

Mr. W. C. Abendroth, Reed 
City, Michigan, president of the 
association, said the ensuing 
months will require much cour- 
age on the part of Maple Floor- 
ing manufacturers. “Our in- 
dustry, fortunately, is in a 
fairly good statistical position, 
with production only exceeding 
new orders booked by a little 
over 1,000,000 feet and ship- 
ments by about 750,000 feet,” 
he declared. 

Abendroth said increased de- 


fense spending in the third and 
fourth quarters of this year 
should aid the flooring indus- 
try. “It is my opinion, however, 
that we may very well see sev- 
eral lean months before the 
Northern hardwood flooring 
makers begin to benefit sub- 
stantially from industrial plant 
expansion and military con- 
struction programs,” he added. 

Mr. D. S. DeWitt, Oconto, 
Wisconsin, vice president, re- 
ported on the association’s re- 
search activities. He explained 
that current laboratory studies 
include the development of 
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The carpenter, contractor or cabinet maker who specifies OZAN 
PINE.is playing it smart. He knows it will be dry, bright, straight 
and square, and have that wonderfully smooth texture of famous 


Arkansas Soft Pine. 


Because of these quality features OZAN Arkansas Soft PINE will 
speed construction, reduce waste, and increase the contractor's 


profit. 


All OZAN PINE is kiln dried, kept under roof from start to finish. 
Precision made on the most modern equipment. Graded, stored 
and shipped by rigid SPIB Standards. 


Find out just how good lumber can be by specifying OZAN 
Arkansas Soft PINE on your next order. 


OZAN 









OZAN LUMBER CO, PRESCOTLARKANSAS 





PINE 


ARS 


SAWING WOOD SINCE 1891 








data pertaining to expansion 
and contraction of Maple 
floors. When this research is 
completed, architects, builders, 
lumber dealers and the genera] 
public will be provided with an 
accurate chart showing the 
amount of expansion per 
square foot area and the allow- 
ances which must be made in 
various localities throughout 
the United States, he said. 
Northern hardwood flooring 
manufaturers from New York, 
Ohio, Illinois, Michigan and 
Wisconsin attended the meet- 
ing. The Horner Flooring Com- 
pany, Dollar Bay, Michigan, 
new member of the association, 
was represented by its general 
manager, Mr. S. David Horner. 
MFMA President Abendroth 
warmly welcomed this old es- 
tablished hardwood flooring 
company into the group. 


Western Pine Service 


Expanding its forestry field 
coverage into the southwest and 
Rocky Mountains, the Western 
Pine association has announced 
the appointment of Arthur T. 
Upson, veteran forester and 
lumberman, as district forest 
engineer for Arizona, New Mex- 
ico, Colorado and Wyoming. 

Upson, who retired recently 
from the U. S. Forest Service 
after service dating back to 
1910, becomes the sixth member 
of the association’s forestry 
staff whose duties include ad- 
visory work in technical forest- 
ry, Tree Farming and forest 
conservation. Other forest en- 
gineers serve private timber 
owners in California, Oregon, 
Washington, Idaho and Mon- 
tana. 














You Even Pay 
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Market Centers 


TACOM A—An unusually 
protracted dry spell continues 
to play havoc with log produc- 
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MPLETE PACKAGED CHIMNE 


THE VAN-PACKE 





CUTS HANDLING COSTS 90% 





Low handling cost and warehousing economy 
make Van-Packer one of the best profit items 
in your line. 








You can: count on immediate delivery from a 
nearby jobber. This service will become increas- 
ingly important to you. 


Van-Packer handles easily on the job which 
makes it a fast seller to builders everywhere. 


BRICK, SAND, TILE AND CEMENT 
ARE COSTLY TO HANDLE » » 


Costly man hours, yard and warehouse space, breakage and 
trucking involved in handling brick chimney supplies are all 
eliminated when you sell Van-Packer, the complete Packaged 
Chimney. You make your full profit. The weight of a Van-Packer 
Chimney is only one-tenth that of materials used in code brick 
construction ...takes only 20% as much space. There’s no 
waste with Van-Packer. Everything is packaged in sturdy cartons 
. .. nothing can deteriorate . . . there’s nothing else to buy. Every 
chimney comes complete. 


IT’S EASY TO SELL THIS HIGHLY 
PROFITABLE VAN-PACKER » » 


Builders prefer this completely packaged chimney. It saves them 
man hours. Installation time is cut to a fraction . . . just 3 hours 
work or less by one man and the chimney is complete. Van-Packer 
meets all national, state and local building code requirements. 
Underwriters’ Laboratories has tested and approved Van-Packer. 
Over 75,000 installations prove the demand for this better com- 
plete chimney. Add to your profits with small investment... 
send the coupon for details and free literature. 











THE COMPLETE 


CHIMNEY 
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tion in this area. The situation 
in fact has become so serious 
that state forestry officials have 
ordered a shutdown of all log- 
ging operations in western 
Washington. The shutdown is 
expected to continue indefi- 
nitely if forest fire conditions 
remain hazardous. Severe for- 
est fires have been reported in 
the Rocky Ridge and Randle 
areas. The Randle fire, in fact, 
is so serious that 210 soldiers 
were sent from Fort Lewis, 
near here, Thursday to aid in 
fighting the flames. Forestry 
officials describe the situation 
as being the worst since 1922. 
A condition of prolonged, ex- 
tremely dry weather has been 


aggravated by unusually low 
humidity. Here yesterday for 
example, the humidity was 20 
percent compared to an all- 
time average for the same date 
of 50 percent. The logging 
shutdown order will have a 
serious bearing on log supplies 
which already had been heavily 
curtailed by previous partial 
closure orders. On the other 
side of the ledger, business gen- 
erally has been good. Inquiries 
and orders are plentiful. Local 
building is heavy, keeping pace 
generally with the national 
picture. The general produc- 
tion picture was improved this 
week with completion of a new 
$800,000 plywood mill at Cen- 





SPECIALLY 
PROCESSED 





... the Oil for Outside Painting 


¥ OU will sell more linseed oil if you sell 


the oil that is specially processed for outside paint- 
ing. The name is Spencer Kellogg’s “Improved 
Boiled”. It is 99.8% pure; that means 100% pure 
linseed oil plus an extra 2/10 of 1% of lead and 
manganese scientifically incorporated as drier, 
creating a solid, through-drying, durable paint 


film. 


It is the finest oil for outside painting, the choice 
of the best painting contractors. The special 
Spencer Kellogg thermal process gives it supe- 
rior brushing and levelling qualities that speed 
up the painter’s work and help him to enjoy a 


better profit on his labor. 


Write to the Trade Sales Department for com- 


plete information. 


SPENCER KELLOGG 
AND SONS, INC. 


BUFFALO 5, N.Y. 


The Prrst Name in Vegetable Olle 





SPENCER KELLOGG’S 
IMPROVED BOILED 
LINSEED OIL 


@ Meets all Federal Government 
and A. S. T. M. Specifications. 


@ Available in 5 gallon, 1 gallon, 
quart and pint refinery-sealed pack- 
ages. 


@ 99.8% PURE means 100% pure 
linseed oil, PLUS 2/10 of 1% metal 
as drier. 







= —— oe oe oe eee ee eee eee ee ee ee eee 
| 


99.8% PURE 
means 100% pure 


PLUS 


Spencer Kellogg’s 100% Pure Raw Linseed Oil is also Available in Refinery-Sealed Packages 
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tralia by Sylvan Products, Ine, 
The plant was started last 
August, but a material shortage 
and bad weather last Winter 
delayed its completion. The 
mill has a pond capable of 
storing 3,000,000 feet of peeler 
logs and will have a daily out- 
put of about 100,000 square feet 
of finished plywood. 


KANSAS CITY—The chief 
interest in the Southwestern 
lumber market the last two 
weeks was the effect the most 
disastrous flood that ever hit 
the Missouri-Kansas area will 
have on future needs. 

Undoubtedly millions of feet 
of lumber will have been needed 
just by the retail yards that 
lost their complete stocks on 
account of the floods and, in 
some cases, fire. Hard-hit in 
the Kansas City area were the 
Schutte Lumber, Sutherland 
Lumber and R. L. Sweet Lum- 
ber companies. At Topeka, 
Long-Bell lost its retail yard. 
The damage the companies suf- 
fered ran into the “hundreds of 
thousands of dollars.” 

Thousands of homes were 
completely destroyed and 
others are so damaged that the 
rebuilding task will require 
huge amounts of lumber. 

There is no accurate judge 
as to the amount of lumber re- 
quired to rebuild the devastated 
area. Some say 25 million feet 
would be just a start, that it 
will be months before a real 
rebuilding start can take place. 

In the meantime, the lumber 
market has shown no signs of 
pulling out of its dullness. Re- 
strictions on home building and 
a tighter mortgage money mar- 
ket have acted as a damper to 
building. In Western Missouri, 
Kansas, Nebraska and Okla- 
homa, June’s residential build- 
ing dropped 35 percent under 
the like 1950 period, according 
to figures released by the F. W. 
Dodge corporation, and indica- 
tions are that the decreases 
from last year will obtain in 
the remaining months of 1951. 

The government has lifted 
restrictions on homes hit by 
the floods and this should spur 
construction somewhat in the 
Missouri-Kansas area. 

Mills still are anxious to ob- 
tain business and lists indicate 
some shaving in price lists on 
surplus items. In the main, 


- however, values are about un- 


changed from their recent low 
point, which is $10 to $15 a 
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Sall the Best 


ALUMINUM 
OUREENING 


made of Alcoa Alclad Aluminum } 








NON-STAINING, LONG-LASTING ALUMINUM 





Here’s an item that’s in greater demand than ever. 
Strong, non-staining aluminum screening. If you can’t 
get all you want, don’t blame your jobber or the weaver 
who supplies him. They are doing their best for you. 
This superior aluminum screening is protected by the 
same Alclad process that gives extra Corrosion resistance 
to our fighting planes. Now planes come first, so the 
supply of aluminum for screening is limited. 
ALUMINUM COMPANY OF AMERICA, 827H Gulf 
Building, Pittsburgh 19, Pennsylvania. 


THIS TAG IDENTIFIES QUALITY aluminum screening made of 
Alcoa Aluminum and woven by leading manufacturers. Look 
for it on the screening you buy. Your customers will .......++ 


TO HELP YOU HOLD YOUR MARKETS Alcoa advertise- 
ments are running in these leading home magazines. Helping to 
build the ever-increasing demand for aluminum screening that 
will mean more sales and profits for you in the years ahead. 







SCREENING IS WOVEN BY THESE | 
LEADING MANUFACTURERS | | 


American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Company 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products, Inc. 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 

The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 

Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 
Reynolds Wire Company 
Wickwire Brothers, Inc. 


Woven Wire Fabrics Division 
(John A. Roebling’s Sons, Co.) 
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A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x x * * 
| CARLOAD SHIPMENTS OF 


BIRCH 
PLYWOOD 


te STOCK PANELS 

' Grades A-A, A-1, A-2, A-3, 1-1, 
} 1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
> nesses: 4” to 34". Complete stock 
. sizes. P 

| BIRCH DOOR PANELS 
© Grades available: A-3, 1-3, 2-3, 
* 3-3, in 4” and 3%”. All panels are 
- 3-ply. 

© All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100’. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 
birch and gum \% and %. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


x & 8 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
276 West Maple Avenue ‘ 
Birmingham, Michigan 


Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 

Detroit Warehouse— 
Tel. TY 4-4095 











thousand under the lists shown 
by many at the start of the 
year. 

Long-Bell Lumber company, 
which headquarters here, re- 
ports that the operating profit 
margin in the second quarter 
was 23%, compared with 26% 
in the previous quarter, reflect- 
ing lower selling prices and 
increased operating costs. 
Although sales were 2 million 
higher than in the first quar- 
ter, the net profits were $267,- 
000 less. 

SEATTLE—A perplexing 
market condition exists here 
which is puzzling those who try 
to determine accurately de- 
mand and prices. 

One informant said this is the 
most inactive period he had 
seen since 1935 but another 
commented that “the market 
is weak until you try to buy.” 

Generally speaking it is quite 
accurate to say the market is 
weak but unexpected strength 
is to be found in some items 
such as green fir dimension in 
specified lengths which is in 
good demand and is firming. 
Why, nobody seems to know. 

The unusually dry summer 
has resulted in considerable 
mill curtailment especially 
among shingle mills which are 
operating at fifty percent of 
normal. This may soon effect 
prices. Lumber mills are be- 
hind in shipping orders. 

In the fir market kiln dried 
dimension in specified lengths 
is scarce. Mills allow only a 
small percentage of this item 
in a car. Fill in orders are just 
appearing. Some defense busi- 
ness other than government or- 
ders are showing up the past 
30 days. Some flood business 
has come to Portland and is ex- 
pected to reach Seattle and to 
require quick shipment. 

Some air dried pine items are 
higher but the buyer is in the 
saddle with respects to others. 
No. 2 and better pines tend to 
be scarce. Better grades of 
dried Engleman Spruce are 
scarce. 

There is a range of some 50 
dollars in prices of cedar finish. 
The moulding market is down. 

Shingles generally are weak 
with lower prices. The excep- 
tion is No. 2 perfections which 
have strengthened. 


Lumber—National 
Lumber shipments of 488 
mills reporting to the National 
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Lumber Trade Barometer were 
14.4 percent below production 
for the week ending July 21, 
1951. In the same week new 
orders of these mills were 0.8 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 52 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 26 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
47 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 1.6 percent above 
production; orders were 0.1 
percent above production. 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 62.5 percent above; 
shipments were 46.4 percent 
above; orders were 64.7 percent 
above. Compared to the corre- 
sponding week in 1950, produc- 
tion of reporting mills was 4.3 
percent below; shipments were 
20.1 percent below; and new 
orders were 17.9 percent below. 


Western Pine 


The cut of Western Pine and 
Associated Woods by the 104 
mills reporting to the Western 
Pine Association for the week 
ending July 21, 1951, amounted 
to 75,890,000 feet, as compared 
to 79,890,000 feet for the same 











HARDWARE 
COST A 


LITTLE MORE 


TAXES 
COST A 
LOT MORE 








period last year. Shipments for 
the week ran to 62,252,000 feet 
as compared to 88,106,000 feet 
a year ago. Orders for the week 
totaled 73,484,000 feet as com- 
pared to 95,882,000 for the cor- 
responding week a year ago. 
Orders on hand at the end of 
the week amounted to 238,302,- 
000 feet. 


Southern Pine 

The 109 mills reporting to 
the Southern Pine Association 
for the week ending July 21, 
1951, had a total production of 
18,612,000 feet. This was 1.90 
percent above the three year 
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PECIFY BUILT-IN GAS COOKING UNITS to utilize 
every inch of space. Stainless steel exteriors, and 
oven doors in a choice of seven decorator colors add 
a final touch to modern, efficient kitchen design. 
This innovation by Chambers, originator and master- 
builder of insulated ranges since 1910, is designed 
to transfer blueprint planning into every-day happy- 
ness for the homemaker. 


FIT THESE GAS “BUILT-INS” INTO YOUR PLANS. 

They fit where YOU want them to do the most good. The 
Chambers IN-A-WALL Oven requires only 24 inches of wall 
space for installation. It meets all the exacting safety 
requirements of the AMERICAN GAS ASSOCIATION, and 
may be installed flush on five sides even with combustible 
cabinet materials. Cooking top units are available too, 
either to drop into kitchen counters or to mount on a 27” 
wide base cabinet. 


SELL THIS COOKING CONVENIENCE. New home buyers 
will welcome the advantages of sectionalized cooking 
equipment. They'll be specially attracted by the Chambers 
concept of counter-level cooking—of roasting, baking and 
grilling without crouching or stooping—of enjoying the 
speed, economy and flexibility of gas cooking with this 
new Chambers-created equipment. 
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VEXTRA KITCHEN SPACE 
V COUNTER-LEVEL COOKING 
VVERSATILITY IN PLANNING 


OE 


Built-In GAS Cooking Units 








Oven Vent 
To the Front 


away from wai's 





IN-A-WALL 
OVEN BY 


Chambeu 


COOKS WITH 
THE GAS eet 
TURNED open. 


i ° 


Accurate Timer 


Chambers Corp., Dept. ALT 81, Shelbyville, Ind. 


Gentlemen: 


Boskuttype ° 
Non-nlt racks. 
Perfect Oven heat 
cu culation 












"Cast ron Oven 
Bottom, 25-year 
Gua-ontwe 


Seated Tight 
Qven Door Latch 


Oven Heat Control 
essures uniform 
temperotures 


Please send me at once A. 1. A. Specification Sheet and other material 


describing the new Chambers Built-In GAS Cooking Units. 


lam an (_) Architect ( } Builder-Contractor 
PIII ccs ciincerwnpeconcpneinnteseGonacpendsvornccsbenctoteenans casdelsemnbareteneeeseaee 
I cha cash base veceis<usice od evens tameusovenvuoleesdcon se veav rata earss 
IIIS =. 2; csiscucs chosns comes ceveincccenseeameeouasegl an taakhest emer 
ey ere aos eer ZONE............ STATE ........ 
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average. Shipments for the 
week totaled 15,889,000 feet, 
13.01 percent below the three 
year average and 14.63 percent 
below production. Orders for 
the period amounted to 16,638,- 


000 feet, 8.91 percent below 
the three year average and 
10.61 percent below production. 
There was an increase of 1.91 
percent in “on hand” orders 
during the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buyi 
a compilation and average of mill prices at press time an 


g practices. It is 
should not be con- 


sidered as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on 
mately ten days before receipt of the magazine—the 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. C D 

Bn e¥edueeaeed 155.00 145.00 105.00 
Flat Grain Flooring 

Pe ¢.<swdataen tee 140.00 130.00 98.00 

Pee en 160.00 155.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 140.00 110.00 

1x6 (Pat. #116).150.00 145.00 110.00 


Ceiling 


BSERE wccccccews 110.00 105.00 65.00 
BBE cccccvcus 115-125 110-120 95.00 


Boards and Shiplap and 2” 


(green) 1x6 1x8 1x10 1x12 
No. 1 ....73.00 76.00 74.00 76.00 
No. 2 ....69.00 68.00 67.00 70.00 
No. 3 ....57.00 60.00 57.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 75.00 75.00 76.00 75.00 75.00 


2x 6 74.00 74.00 75.00 77.00 77.00 © 


2x 8 74.00 74.00 73.00 73.00 73.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 74.00 74.00 74.00 74.00 74.00 
No. 2 Dimension 
2x 4 68.00 68.00 71.00 68.50 68.50 
2x 6 67.00 66.50 67.00 71.00 71.00 
2x 8 67.00 67.00 66.50 66.50 66.50 
2x10 66.50 66.50 66.50 66.50 66.50 
2x12 65.00 65.00 65.00 65.00 65.00 


No. 3 Dimension R/L Only 


BES ccccvcccnccvccccccvcccvcces 43.00 
BE] cvcrccccccecesecceoocsccens 42.00 
ME oe cacceneessctessecececoes 38.00 
sus ROP PSSE FERC DORE ERe Hee ee we 38.00 

CEOS RE CRS TENE DE ood eb vee 38.00 


x12 
Chad 10-12 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 

S2 or 48 4/4RW 5/4RW 8/4 RW 
C&Btr. RL ...275.00 285.00 280.00 

Shop 82S No.1 No. 2 
|, eer sveuseneveaus 175.00 160.00 
Ee cbeveseedeence eeeee+170.00 155.00 

Commons 

$2 or 48 No.2 No.3 No. 4 
an ane Goceews 130.00 96.00 82.00 
Bee Be <cesvcees 130.00 96.00 80.00 

Idaho White Pine 

Selects 

82 or 48 1x4 1x6 1x8 5/64 
es RL.250.00 265.00 270.00 265.00 

neeees 205.00 225.00 230.00 235.00 

Commmenn 82 or = Pye No. 2 No. 3 
ix 8 Catebwe 150.00 140. 00 100.00 
BEE ..tx00dseeoke 7150. 00 140.00 100.00 

Sugar Pine 

Selects 

S82 or 48 i RW o/s ny 6/s. > 
B&Btr. RL...300.00 
Cc ecanpnedl 00 378, 00 795,00 
= en - -255.00 240.00 175.00 

Shop, 828 

No. No. 2 No. 

rs ccccsheee 135.00 100.00 
WE éccevccsauy 175.00 135.00 100.00 
ow sovescneeee 135.00 100.00 
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urchases made approxi- 
ditors. 


SOUTHERN PINE 


Vertical Grain Flooring C D 
aE 210.00 200.00 180.00 


i 175.00 
1x6 iach to.6 vee 220.00 210.00 170.00 
Drop Siding 
1x6 (Pat. #106).195.00 
1x6 (Pat. #116).195.00 
Boards and oe 
x 


185.00 
185.00 


1x8 1x10 1x12 


No. 1 ...135.00 135.00 140. +4 165.00 
No. 2... 83.00 88.00 88.0 93.00 
No. 3 ... 73.00 80.00 80. 00 86.00 


No. 1 Dimension 
F 14’ 16’ 18’ 20’ 
2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 
No. 2 Dimension 
2x 4 86.00 87.00 89.00 99.00 99.00 
2x 6 82.00 83.00 84.00 93.00 95.00 
2x 8 82.00 83.00 84.00 93.00 95.00 
2x10 86.00 87.00 87.00 93.00 95.00 
2x12 86.00 87.00 87.00 93.00 103.50 
No. 3 Dimension R/L Only 
No. 3 a R/L sad 





2x 4 

2x 6 68.00 

2x 8 67.00 ” 

De ‘eebes “ahes. Meas . 

a “i ¢vee" «shee  <awee sense 
REDWOOD 


Finish 

%x6 A&Btr. Siding ...........- 120.00 
“zs rye OE. SE cccccccecces See 
Bur. OOS —ttC—=* 
BE S Tlie Dee ccccescceccece. BE 
1x 6 RIL MEE: coccecccoceces EE 
BE.D Dele Be cccsccoceceoss Geen 
BOD Belte Geile cccceccoscccoe Bamee 
Sis B/k. ABB. cccccvese 
Prices for red cedar siding ‘in mixed 

cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch o,n “Be 


Clear 
x4 inch ...... 95.00 83.00 75.00 
x5 inch ......120.00 118.00 88.00 
%x6 inch +. 22.2155.00 143.00 
%x8 inch ...... 185.00 173.00 130.00 


Clear Bungalow Siding, % Inch 
8 inch ........210.00 198.00 160.00 
19 TGR cecese --230.00 218.00 175.00 
oe Bn «scenes -230.00 228.00 165.00 





Finish, B and Btr. 82S or 4S, 
6-10’ or Rough 
BBS sccoce eeeedescocecschteee=nenee 
175.00 


DEED vevesctecccococoocs 
BE netonmeae os <naenaie 185.00 


Celling or Flooring, 
B and Btr., 9-16’ 


Bé&Btr. C D 
TED cccctsseccscaee 20 200 
EEE iccccocesesccdeene Gee. Ghee 


RED CEDAR SHINGLES 





tet ee eee rer 
2—24”-4/2 dbedevesneeed -11.50 
SSeS” coccsues sesceoccceses Cae 
Pe 
1—18”-5/2 eeeese TrTTT, 
2—18”-5/2 Ce eeeroacrves oo = 
3—18”-5/2 eeecece coce ae 
xxxxx 
BE En cctvcterevessee -11.50 
TG°sB/B BS cccccccvecess «++ 7.75- 8.60 
ae) ee eeeeee 5.75- 6.00 





ENGELMANN SPRUCE 


Boards and 
=e (dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..104.00 107.00 108.00 112.00 
No. 3&Btr.. 86.00 87.00 88.00 92.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


87.50 50 87.50 91.50 91.59 


No. 2 Dimension 
2x 4 80.00 80.00 80.00 80.00 80.00 
2x é 80.00 80.00 80.00 80.00 80.00 
2x 8 80.00 80.00 80.00 80.00 980.00 
2x10 80.00 80.00 80.00 80.00 80.00 
2x12 76.00 76.00 76.00 76.00 
(Boards graded No. 1, 2, 3, 

price; no price for ‘straight No. 2. Mills 

do not grade out No, 3 dimension sepa- 

rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B& Cc D 
140.00 100.00 


Seb s wa ee re 135.00 125.00 93.00 

1x6 oe a haa Tah a os SN 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

140.00 105.00 


1x6 (Pat. #116).145.00 
Ceiling 
fee 105.00 100.00 60.00 


erro 110-120 105-115 90.00 
Boards and Shiplap and 2” wa” 

1x6 1x8 x10 1x12 

No. 1 .80.00 82.00 3200 $2.00 

No. 2 77.00 77.00 77.00 77.00 

No. 3 - 62.00 64.00 64.00 64.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 75.00 75.00 80.00 80.00 80.00 
2x 6 75.00 75.00 75.00 80.00 80.00 
2x 8 77.00 75.00 75.00 75.00 80.00 
2x10 75.00 77.00 75.00 75.00 80.00 
2x12 75.00 75.00 75.00 75.00 80.00 
No. 2 Dimension 
2x 4 72.00 72.00 74.00 73.00 73.00 
2x 6 71.00 71.00 72.00 73.00 73.00 
2x 8 68.00 68.00 69.00 69.00 69.00 
2x10 68.00 68.00 68.00 68.00 68.00 
2x12 66.00 66.00 66.00 66.00 66.00 
a 3 Dimension R/L Only 
4 





PESO 5 Ee ree 59.00 
BRIA Sonos ae cot a aks tah at cies ahora ein ihn 58.00 
ME Chics ch ak eie ene wha wb a eee eet 57.00 
Ee Me eon cere 56.00 
BE a santo & lid & eiruca cn wiaauanenrelar eel 56.00 
OAK FLOORING 
Clear Pin 8x2% #%x1l% %x2 axle 
White ..220.00 190.00 170.00 170.00 
Red ....220.00 190.00 170.00 170.00 
Sel Plain 
White ..190.00 170.00 150.00 132.50 
Red ....190.00 170.00 150.00 132.50 
#1 Common 
White ..170.00 140.00 75.00 60.00 
Red ....170.00  oreed 75.00 60.00 


#2 Mixed 15” Short 
#2 Mixed .100.00 "75.00 60.00 50.00 


#1 Com. & 
Btr. ....135.00 105.00 70.00 66.00 
#2 Com. ..100.00 80.00 60.00 55.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 

Clear a” “B” 


TEGG PROM 6. isis 80.00 77.00 55.00 
TOES IMCR «sce 08 105.00 103.00 73.00 
%x6 inch ..... 115-120 113-118 105.00 
%x8 inch ..... 150-155 148-153 115.00 
Clear Bungalow Siding, % Inch 
i. yer 185.00 183.00 143.00 
ff Baer 200.00 198.00 170.00 
oe” ere. 220.00 213-313 180.00 
Finish, B and Btr, S82 or 4S, 
6-16’ or rough 
ee i ee eer ee 240.00 
BE nk 06 be Pentaeenbs6 town semen 250.00 
, a ee re er ee ee 250.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. C D 
co ee: <pere 105.00 100.00 90.00 
a eee 120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8 


000— 
Listing under 4.00—list plus 125 per 


cent. 
Listing 4.00 and over—list plus 130 
per cent. 
Clear Lattice, 6-16”, 5-16’ 
100 Lin. Feet 
REED ove vss oedeawetwusebns equ 1.50 
EFGEE avcccecteg Mueboes4e@aeedoee 1.75 
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August II, 1951 


How to Implement the 10 Commandments 


of Effective Marketing * 


a 


Thirty steps involved in a thorough-going review of marketing practices which will 
provide the basis for meeting the challenges of tomorrow!** | 


1—Inventory the mental and physical assets 
and capacities of the company. 


2—Recapitulate the company’s maximum poten- 
tialities. 


3—Determine the-market potentialities. 


4—Adjust_ company products, production and 
packaging to market potentialities. 


5—Determine logical sales and profit objectives. 


6—KEstablish- detailed and decentralized pro- 
duction and distribution quotas. 


7—Review philosophy, structure, channels and 
patterns of distribution. 


8—Project credit terms and distribution financ- 
ing. 

9—KEstablish distribution cost reduction tech- 
niques and incentives. 


10—Revise sales stimulating techniques and in- 
centives. 


11—Coordinate advertising, promotion, and sales 
activities. 


12—Measure and specify internal and external 
training tasks. 


13—Set up internal executive training (conference 


method.) 


14—Establish personnel rating and aptitude test- 
ing techniques. 


15—Interpret management policies to distribu- 
tion personnel. 


ierineeieenteenstl 


*See Editorial June 30, in the American Lumberman. 


**Excerpt from talk “Building for Tomorrow” to Douglas Fir 
Plywood Association. 


BUILDING Propucts MERCHANDISER 


16—Improve company recruiting, compensation, 
and sales operating techniques. 


17—Improve company sales, staff, and field 
organization training. 


18—Review distributors’ executive training. 


19—Deputize training by training representatives 
to train distributors. 


20—Improve distributors’ recruiting, compensa- 
tion, and sales management techniques. 


21—Improve distributors’ salesmen and staff 
training. 

22—Improve distributors’ service organization 
training. 


23—Cooperate with formal educators and U. S. 
Department of Education. 


24—-Coordinate sales planning for the coming 
“Preparedness-Peace” era. 


25—Cooperate with government bureaus on dis- 
tribution problems. 


26—Cooperate with associations, societies, in- 
dustry and competitive groups on distribu- 
tion problems. 


27—Organize, supervise, interpret, and consoli- 
date distribution research and tests. 


28—Operate clearing house of new sales and 
distribution ideas. 


29—Plan coordination and follow through by 
company’s line, staff, field organization, and 
distributors’ personnel. 


30—Supervise consumer education (coordinate 
with advertising, publicity, and public rela- 


tions). 
..... Art A. Hood 
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not 
OFFICE 


as - ‘LUMBER & HARDWARE 


STORE IS NARROW BUT QUITE DEEP. The Bridge Manufacturing Co. in 
the rear turns out big wooden spools for wire. 


VETERAN EMPLOYE JACK RABBITT, head of the hard- 
ware department, stands before a varied collection of 
hand tools and builders’ hardware items. 





NEW BILLBOARD and flagpole were 
erected at the entrance of the yard 
to observe the 75th anniversary of 
the company last year. 





LARGE AND SMALL APPLIANCES are featured in the 
store, which first stocked these items in 1929. 


Bridge’s -- A New England Institution 





MASTER 
MERCHANT 


COVER: Founder Amos D. Bridge 
looks down on his successors, left to 
right: Robert P. Bridge, president; 
Charles A. Bridge, chairman of the 
board, only surviving son of the 
founder and Amos D. Bridge II, sec- 
retary-treasurer. Typical home fur- 
nished by the Bridge firm is this 
one built by contractor Paul Starr. 
It sold in 1951 for $10,400. Sign near 
yard entrance proclaims, “Everything 
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“Everything for the Farm and Home” is the 
motto of this 75-year-old firm which has kept pace with 
the latest trends in promotion and merchandising. 


for the Farm and Home.” Exterior of 
Bridge’s store. 


Some stores become an insti- 
tution in theircommunity; 
other stores remain only a 
name. 

The firm of Amos D. Bridge’s 
Sons, Inc., Hazardville, Conn., 
is a happy combination of a 


name that is also an institution. 
It was 76 years ago that Amos 
D. Bridge started manufactur- 
ing wooden powder kegs for a 
local powder company. Three 
years later he started a lumber 
yard, which today is serving a 
25-mile area with a wide range 
of items which include: 

All types of building mate- 
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ee CHESTER HATHAWAY, assistant to 


r of Amos D. Bridge II, is shown demon- 
strating the store’s new glass cutter. 


CAREFUL departmentalization of 
nuts, bolts and plumbing fixtures is 
illustrated in this bolt-and-nut bin 
and this island fixture. 


CHARLES L. ABBE, who has been 
employed by the Bridge’s for 52 years, 
believes in good housekeeping. 











™ PLAN BOOKS and manufacturers’ UNUSUAL SMALL HOMES like this one built by contractor Paul Starr are 
leaflets catch the attention of many furnished by Amos D. Bridge’s Sons, Inc. This one sold for $8,800. — 
store customers, men and women. 
rials; hardware and electrical products and new merchandis- __a case in point. 
appliances; farm machinery; ing ideas. For example, it start- “We have a lot of old homes 
grain and feed; utility gas. ed to handle appliances in 1928 in this area that are very ir- 
“Everything for the Farm and and hit the headlines with an regularly shaped,” says Mr. 
he Home” is the slogan of this firm airplane delivery of a refrigera- Bridge. “Also, their joists may 
) which daily flies an American tor. be 17” or 18” on center, so it is 
ith flag at the entrance of its yard. This Master Merchant organ impossible to use an insulation 
Located in a town of some ization is headed by Robert P. with a fixed width. Then, be- 
2,500 people, this firm does an Bridge, president, and Amos D. cause we are so near Hartford, 
annual business of approxi- Bridge II, secretary-treasurer, _ the fire insurance capital of the 
mately one million dollars. both grandsons of the founder; nation, people here are ex- 
sa Seventy-two percent of this vol- and Charles A. Bridge, only tremely fire-conscious. Finally, 
“ ume is in building materials, surviving son of the founder’ a lot of them are thrifty Yan- 
- hardware; 11% of these sales | who is chairman of the board of kees who want to save money 
. include home appliances. The directors. To keep abreast of by doing the insulating job 
woe remaining 28% is split between the latest merchandising trends themselves. 
oe grain and farm machinery. Amos Bridge II reads many “Now thatbasementless 
. One of the most important trade publications and makes houses and radiant heating are 
ge factors in the steady growth of note of anything that fits into becoming popular, we are find- 
the business has been the keen the local scene. His promotion ing a growing market for ver- 
e- interest of its owners in new of vermiculite fill insulation is §miculite concrete for insulating 
& 
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MOST MODERN OFFICE EQUIPMENT includes a new 
bookkeeping machine which saves two hours daily on 
Mrs. Julia Blackmere, right, is head book- 


statements. 


keeper. Others, left to right, Miss Rhoda Hastings, clerk- 
typist; Mrs. Ida Root, 75, cashier, and Mrs. Audrey Hennis, 


assistant bookkeeper. 





PRINT SHOP is fully equipped to 
turn out all types of direct mail pro- 
motion. 


floors on the ground. We are 
interesting more and more plas- 
terers in vermiculite plaster ag- 
gregate by showing them that 
they can get more daily yardage 
with less effort and a conse- 
quent saving in labor costs. 
We’ve increased our total ver- 
miculite aggregate business by 
at least 300% in the last two 
years.” 

Intensive direct mail is the 
backbone of Bridge’s sales pro- 
motion. An estimated 70% of 
the Bridge’s business is with 
rural customers. Mailings run- 
ning from 2000 and up are sent 
out ten or twelve times a year, 
which in addition to some news- 
paper and radio advertising and 
insertions in local farm and 
community organization pro- 
grams, accounts for most of the 
advertising budget. Bridge’s 
have their own printing depart- 
ment to turn out their station- 
ery, postcards and circulars. 
Colored inks and papers are 
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Sample Collection Letter 


This is the last in a series of col- 
lection letters sent out by Amos 
D. Bridge’s Sons, Inc. to delinquent 
customers. It is accompanied by a 
free-hand drawing of a  doctor’s 
satchel. 

Dear Mr. Jones: 

Have you ever been left holding 
the bag? 

You have forced us to hold this 
satchel for a long time—in fact, 
too long. We feel it is about time to 
turn it over to you. The faith and 
trust we had in you at the time we 
extended credit has gone; so also has 
the merchandise that you carried 
from our store. 

You have the merchandise and we 
have a charge against you for pay- 
ment—long overdue. It must be paid. 
Though there have been several at- 
tempts to have this account settled 
voluntarily, you have done nothing 
about the matter. Now we resort to 
LEGAL methods. 

Immediate settlement of your ac- 
count amounting to $————— is re- 
quested in order to save you legal 
expense. 

Make check payable to 

Amos D. Bridge’s Sons, Inc. 





used for variety, and cartoons 
and drawings “dress up” the 
pieces. Contrary to accepted 
practice, the postcards are filled 
with copy in small type. but 
Bridge’s claim these cards are 
read. They say some customers 
come in six months later to buy 
an item mentioned on some 
card. 

Special mailings are made on 
holidays. Last year’s Christmas 
greeting was an attractive pho- 
tograph of the yard under new- 
fallen snow. Holiday merchan- 


APPLIANCE DELIVERY TRUCK also serves as a service 
truck. Directly behind the driver is a compartmentalized 
box filled with essential appliance parts. 








dise is given special display 
space and there are special at- 
tractions for children. Last 
year there was a hurdy-gurdy 
with a dancing monkey. Free 
gift wrapping is featured. 
“We like to have the whole 
family come to Bridge’s,” ex- 
plains Robert P. Bridge. “The 
children are our future custom- 
ers and we know we have to sell 
the woman of the family any- 
way, whether it’s a new home or 
a minor improvement. So it 
simplifies things if the family 
comes in. We’ll make an ap- 
pointment in the evening or any 
other time to meet the custom- 
er’s convenience. That way, 
they don’t postpone the pur- 
chase and we make the sale.” 
The old custom of yiving a 
present when a bill is paid is 
still followed at Bridge’s. There 
are colored balloons for the chil- 
dren; Farmers’ Almanacs, 
yardsticks, matches, ash trays, 
baseball schedules, calendars, 
letter openers and finger nail 
files among the list of give- 
aways, all imprinted with the 
Bridge name and address. 
Special builders’ and farm- 
ers’ nights are held several 
times a year and regularly pull 
audiences of 50 to 75 people. 
These events are held in the 
farm equipment repair shop. A 
typical program includes a lum- 
ber industry film; a talk on the 
“Proper Ventilation of Homes, 
Dairy, Poultry and Tobacco 
Buildings.” Door prizes and 
refreshments are regular fea- 
tures: 
“Farm business is the back- 
bone of our trade,” says Amos 
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D. Bridge II. He says the to- 
pacco farmer is the No. 1 cus- 
tomer in this category; poultry 
and potato growers are a close 
second and dairying, third. 

Working through contractors 
on new home and remodeling 
construction is a big volume 
factor in the Bridge’s business. 
The firm has close business re- 
lations with the leading con- 
tractors in the area. Situated 
between Hartford and Spring- 
field, Hazardville has been 
building rapidly as a suburban 
town to these cities. J. Douglas 
Brown, Asst. Treasurer, ar- 
ranges the handling of custom- 
er’s paper, covering Home 
Modernization and Remodelling 
work, through regular banking 
channels, under the F.H.A. 
Plan, while a large part of the 
new home financing is handled 
through several Building & 
Loan Associations. 

The most modern cash regis- 
ter and bookkeeping machines 
have recently been installed in 
the store. The new register af- 
fords a daily breakdown of 
sales in the store’s major de- 
partments: yard, hardware, ap- 
pliances, farm equipment and 
grain. With the new bookkeep- 
ing machine, Mrs. Julia Black- 
mer, head bookkeeper, can issue 
statements in half the time for- 
merly taken for this operation. 

Bridge’s compact yard covers 
four acres, has 730,000 cubic 
feet of warehouse space. Nine 
trucks are kept busy with va- 
ried deliveries. The staff of 40 
includes several veteran em- 
ployes. Charles L. Abbe has 
been with the company for 52 
years and Jack Rabbitt, head 
of the hardware department, 
has been a Bridge employe for 
40 years. 

The Bridges have _ several 
other important business inter- 
ests. North of the store, the 
Bridge Manufacturing Co. is 
one of the major producers in 
this country of wooden reels 
for wire shipments. This fac- 
tory, which has 60-70 employes, 
turns out thousands of reels 
varying in diameter from two 
to nine feet. Other Bridge’ in- 
terests include the Bridge In- 
surance Agency and the Bridge 
Construction Corp. 

_ The latter firm has an office 
in the old Bridge homestead in 
Hazardville and another in Au- 
gusta, Me. It engages in heavy 





construction — road8, airports, 
etc., in northern New England. 
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Uarco Invoice-Delivery Receipt System 
@ Uarco Manifolder Register 
@ Uarco Continuous Register Forms 







Write ONE 
and you write 


all FOUR” 


*Invoice, Yard Order, Delivery Receipt, Office Copy 


That’s how easy order writing is with a Uarco Register! 


One: you write 

Two: press the lever and eject forms 

Three: tear off four completed business records 

Each set of these four-part forms is consecutively numbered; 
each individual copy is identified by color and marginal 
words .. . each designed for the particular job it is to do. 


You can never forget to prepare an invoice, or a record 
for your office, or a receipt for your customer— 
because one writing, each writing, automatically makes all foxr! 


The result: no more incomplete records. No more mistakes. 
The cost: probably no more than your Pa man method. 
The savings: tremendous—in time, in efficiency, in control! 


Here’s how to Mail this coupon for actual samples of pes 
Invoice-Delivery Receipt System forms... forms now 
compare this Uarco method in use by Lumber Dealers both large and small. 
with your own... They save for them—they will for you. Mail it today! 








UARCO Incorporated 
Room 1628, 141 W. Jackson Blvd. 


Chicago 4, Illinois 
Please send samples of Uarco Record Systems for 
Lumber and Building Supply Dealers. (Please print. ) 


INCORPORATED 





IRR oc e000 00000 00bs ebeensonrereceoeveseseuree se 
Business Forms 
Died. vcca'ndes vo vuedscedesswsienshescasaspes ew yes 
Factories: Chicago; Cleveland; Oak- : 
land; Deep River, Connecticut; Wat- C8 cccccccccccccccccccccccccececocccocccccccoscces 
seka, Illinois—Sale Representatives in 
All Principal Cities. Wade rcccccccscecesvccccovccevecccccescoecsoenccece 








NEWLY-REMODELED store offers plenty of ‘parking room on heavily traveled 


highway. 


ARMERS GRAIN & LUMBER COM 
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SHOWROOM was crowded for the 
grand opening and open house day. 
Ninety-nine people won prizes offered 
by suppliers. 


Dealer’s Home Show Pulls Big Crowds 


27 manufacturers’ 


representatives set up 


booths in Elmer Brooke’s lumber warehouse in Syca- 
more, I|l., show their wares and offer valuable prizes 
to almost 1,000 people from 9 a. m. to 9 p. m. 


Every dealer is interested in 
ways to create foot traffic in his 
store. 

Elmer 8. Brooke, manager of 
the Farmers Grain & Lumber 
Co., Sycamore, IIl., has hit upon 
an open house idea that has 
proved increasingly successful. 
This year Mr. Brooke combined 
the open house celebration with 
a grand opening of the remod- 
eled store. 

It was the fourteenth open 
house staged by the firm and 
the first since the war. This 
year 27 suppliers participated 
in the open house. Each of the 
exhibitors was allotted a space 
eight feet wide by six feet deep 
in the lumber shed. This gave 
each exhibitor space in the back 
for display signs, posters and 
for a platform on which to set 
his displays; also for an eight 
foot by 12 inch counter on 
which registrants could write 
their names and addresses and 
register their guesses in the 
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contests conducted by the ex- 
hibitors. 

The list of prizes had a re- 
tail value of $712. Ninety-nine 
people won prizes worth as 
much as $45. Nearly 1,000 
townspeople and farmers at- 
tended the one-day event which 
continued until 9 p.m. to give 
farmers every opportunity to 
come. A local greenhouse do- 
nated boutonnieres for the men 
and corsages for the ladies. 
Free cookies and coffee were 
served throughout the day A 
plastic fly swatter was given 
each family as a souvenir. 

The day of the grand open- 
ing and open house fell on May 
24, Mr. Brooke’s 32nd anniver- 
sary with the company which 
he joined as a bookkeeper on 
May 24, 1920. In that period 
the company has never had a 
year in the “red.” Profits be- 
fore taxes have ranged from 
$2,400 in the lean years to $49,- 
760 in the better years. 


The old office was remodeled 
into a display room this year, 
by removing all partitions 
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HERE IS ONE OF ELMER’S 2-page 
letters. It goes out to 500 customers 
by name every month. 
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ALMOST 1,000 PEOPLE attended the open house from 9 
am. to 9 p.m. Men, women and children attended the big 
event in the lumber warehouse in which 27 suppliers took 
More than 200 farmers have been in to look over 


booths. 


ELMER'S LETTER 


PUBLISHED ONCE EACH MONTH BY 
ELMER S. BROOKE, MGR. 


FARMERS GRAIN & LUMBER CO. OF SYCAMORE, ULL. 
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We Zhao want 2 anh ous tke one 
hnth we gf — 


Truax-Traer Coal C Rockford | Wislesale Building 


1 and h ton of Blue’ Beacon lump coal 
Mott Bros. (Bldg.Material Co.) 
i “Zepher" 





Portable Electric Handsaw 
International Distributors 
1-#106 Weed Chopper Electric Fencer 
Conco Buiding Products,Inc. 
Conco Electric Radiator, 1st prize 
2nd,l wallet for man, 1 wallet lady) 








rae 3 Lock C: 
1-#600 Front Door Leck Ay 4 aniie 
1-#500 Key-in-kno! b Lo 


WG. Wheeler Lumber Co 
1 Electric Kitchen — 
1 Electric Alarm Clock 


los. A. Du Plain Lumber Co, 
Hi prizes, both-Samson Card Table 


Seassktaveed Proact 
keg Sparx tor your, 
1-25¢ pail Kaff-A for ca ig —~ pigs.| 
Vall ley } Mercantile Co 
300 sq. ft. Celotex ceil. tile, or ? 
— Portland Cement Co. 
1 gal. cans Rubber Base concrete 
floor paint (Medusa 
4-10# cans Medusa Cement Paint. 
Calumet Steel Division of Borg Warn- 
er Corp.--=- 30 GOLD CROWN STEEL 
fence Posts 
Aettia Plywood & Veneer Co. 
1 Inlaad _— Picture -value $30. 
De Mert & Dougherty & Reardon Co. 
1. aif peil Dramex (any color) 
re Ch.Bristle Paint Brush 
ener teiate, Inc. (Chief —— 
15 gts. Interior or Exterior Pai 
Clare Thiede Supply Co.---1-244 p 
S.G. Cementico Water Rapellent —s 

















Mate: 

1-Ploor " deck Po 

lel gal. can reeinet wood 
servative 

1-1 gal. can aYuninum Paint. 


Ralston Purina Co. and Kenny 
Albrecht, local — 

1-5# pkg. Purina Pig-P 

2-10 dose cans Pigtab a 


2-Purina Jackknives, 

The Farmer Feeder 

1-#2--4 door othe hog Feeder. 
C.A.Rodibaugh 

l- Handilite (lantern flashlight) 
6 Ball Point Pens. 











Morgan Sash & Door 

l set of Dishes leapeiee for 4) 
including platter, Sa 
creamer and sugar 1. 

1 Drop Leaf unfinished table 

1 Child's unfinished vanity 


(OTHER EXHIBITORS WHO HAVE NOT 
YET so THEIR oF OR THE 
WS: 





ALUE OF IT, FOLLO 
PAX STE pRopUCTS Co. =" of 
el hog feeder 


[THE CONNOR LUMBER & LAND CO. 
HARDWOOD LUMBER AND Lawn 
FURNITURE MANUFACTURERS. 


[THE ZONOLITE CO. MANUFACTURERS 
of Mica Insulation, etc. 








KRAFT POD CO. --KRAYLET DIVISIO® 
= Kreylets 
TO THE FIRST 1000 

FOLKS WHO REGISTER 








Codshe 

oe ne er I. @ Phil Savers "| |WE WILL GIVE A PLASTIC 
3-507 bags Camola (molasses Feed, etc. FLY" SWATT FREE —BT 
Heyer Sales Co. and Clair Heyer y 


1 Picnic Table (metal°and lumber). 
—— 


oe oe Products Corp. 
1A Combination Storm Sash 
~ coe for an — window. 








Val-A Company 

l-Cyclone Growing F 

2-1 cans Ant Dust (tor Ant Hills) 
1-1¥ cans ROSE TOX--aiso 1-6 of.can 


= lg can Tree fon--alse 1-6 omgcan. 
1-6 oz. can Ant Hill Dust, 








rican Agr qeue ral ChemicalCo. 
sax fertfliser (town or country) 


SECOND PAGE of Elmer’s Letter. 


=. 


which separated the room into 
four offices. There is now one 
large “L’’-shaped room used for 
display purposes together with 
One private office. The new 
showroom incorporates many 
of the materials sold by the 
firm in addition to dozens of 
items which formerly could not 
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the newly-remodeled store since the combined grand open- 
ing and open house. Each exhibitor was granted a space 
eight feet wide and six feet deep to show his materials. 





USE OF POINT-OF-SALE PIECES is shown in this picture. Main show win- 


dows are double glazed. Two-light check rail windows and casement sash are 


also shown. 


be displayed at all. A new ware- 
house and truck storage build- 
ing was built in 1949. 

An effective mimeographed 
direct mail piece is sent out 
monthly to 500 customers, each 


piece personally addressed. 


“Elmer’s Letter,” as it is called, 
is written in legible longhand 
in folksy style. For example: 

“Even though we had nearly 
1,000 folks here for the Grand 
Opening, we want you farmer 


. 


ie ie 


friends to know we still missed 
your smiling faces and felt our 
party was not complete with- 
out you being here. I mean it.” 
The two-page letter contains 
personal notes about some of 
the firm’s customers, hints on 
roofing, weed killers and sub- 
jects of particular interest to 
farmers. One Letter offered a 
billfold to any reader who 
found his name in the Letter 
and brought it to the store. 
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THIS NEAT, EFFICIENT SHOP is designed to give thekind of service that builds repeat business. 


How to Make Your Power Saw Pay Profits 


To pay its way your shop should develop new business as well as bring 
back repeat business. Look on your saw as a means of advertising your company 
and it will do a better job for you. 


Johnson Lumber and Supply 
Company in Palos Park, IIl., 
finds that it pays dividends to 
operate its shop and power 
tools with a definite aim in 
view. 

Richard R. Johnson, the 
yard’s owner, says that “a shop 
can serve one of two purposes. 
It can be either a profit maker 
in its own right, or it can be a 
service arm of the business 
which builds business by offer- 
ing service that the customer 
can’t get other places.” 

“And in a small yard,” John- 
son contends, “it’s pretty near 
impossible to mix the two. It 
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isn’t practicable to charge some 
people for service work at a 
low rate and then charge others 
a higher rate with the idea of 
making a profit on the actual 
cutting job.” 

“And as for our yard here,” 
Johnson continues, “I can tell 
you that this little shop brings 
in all sorts of profits to us, and 
yet we probably don’t charge 
enough on many cutting jobs to 
cover the depreciation, electric- 
ity and labor.” 

“How come?” we want to 
know. “Where’s the profit come 
in?” 

“This 


way,” Johnson ex- 
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plains. “Our shop is.a service 
to customers. Service is in re- 
ality advertising and promo- 
tion. You know and I know that 
it’s advertising that brings in 
new business. We look on our 
shop as a form of advertising 
and promotion. And judged on 
that basis it brings in all kinds 
of profitable business.’ 

“But,” we contend, “a shop’s 
different.” 

“Why?” Johnson asks. “Most 
dealers still think of a shop in 
terms of a millwork business. 
They think they have to show 
a book profit. That drives 
charges up to the point where 








? 
' 
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HENRY LAMERT picks proper pattern to make rafter 
ridge cuts. Note supply of standard patterns. 


CARPENTERS APPRECIATE having heel cuts made at 
yard. Power saw saves both time and elbow grease. 


nobody can afford to use the 
cutting service.” 

We nodded as we began to see 
the difference. 

“With us,” Johnson explains, 
“our aim is to make our cus- 
tomers glad they came here; to 
make them want to come back 
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and to induce them to tell other 
people about us. Our shop 
room here is a big boost in ac- 
complishing those aims.” 

“A carpenter with a garage 
job on his hands comes in here 
for two by fours for the raft- 
ers. We charge him perhaps 


le Want 


EFFICIENT OPERATION IS POSSIBLE because Lamert 
is in full charge of shop operation. 


CLOSE-UP OF a one-second job. 


DICK JOHNSON, YARD OWNER, feeds rafters onto roller 
to be ready for saw. Carpenter watches operation. 


$1.50 for making the heel and 
ridge cuts. He can’t afford not 
to have us do it at that price. 
Believe me, from experience 
we know that carpenter will 
continue coming back.’ ’ 

“But now look. Suppose we 

(continued on page 126) 
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PAINT PROMOTION FACTORS at RO-MAC Lumber and Supply, Inc., Tallahas- 
see, Fla.: color bar, color visualizer, paint shaker and paint. 





KEY FIGURES 
in the Tallahais- 
see store, left to 
right: R. F. Ro- 
buck, manager; 
J. 2... Pienerd, 
salesman; Mary 
Wright, book- 
keeper and sten- 
ographer and E. 
C. Chason, sales- 
man. 


How One Dealer Pushes Paint 


Unusual radio show and museum exhibit 
brings ladies to Florida store’s color bar. 


By using the sales tools pro- 
vided by his paint manufac- 
turers, R. F. Robuck, RO-MAC 
Lumber and Supply, Inc., Tal- 
lahassee, Fla., has more than 
doubled his paint business in 
less than a year. 

“Most paint manufacturers 
have sales ‘tools that will help 
the customer decide on colors,” 
said dealer Robuck, “but it was 
not until I put some effort be- 
hind using them that I got re- 
sults.” 

About a year ago the Talla- 
hassee firm started to lay em- 
phasis on selling the home- 
owner. Paint was stocked in 
sizes to attract the home trade. 


A customer color bar was 
placed in the showroom; a 
table was set up where house- 
wives could work out room 
color combinations on the “color 
visualizers.” A paint shaker 
was placed in an obvious posi- 
tion for use. 

Some months ago RO-MAC 
Lumber started a 15-minute 
radio program, part of a 45- 
minute show, and tied it to 
paint promotion. The program, 
which runs five days a week, 
consists largely of disc jockey 
tunes everyone should know. 
Just before a number is 
played, the man at the mike 
calls a housewife on the phone. 





If she can identify the music 
played, she gets a pound of 
butter or a pair of tickets to qa 
movie. 

For the lumber company’s 
section of the program, the 
housewife is asked 1f she has 
used any of RO-MAC Com- 
pany’s paint in the past six 
months; if so, she receives $10 
tor a testimonial of 25 words 
or less. 

“The idea, of course, is to get 
the customer into the yard,” 
explains Robuck, “and the pos- 
sibility of getting $10 really 
fixes the listeners’ attention on 
our brand of paint.” 

Not many $10 bills have been 
given away, but results of the 
program have been good. An 
increasing number of women 
have come to the yard to work 
with the visualizers of stand- 
ard-type rooms: living room, 
dining room, kitchen, bedroom 
and bath. (Outlines of these 
rooms are painted on clear 
plastic, the selected colors slip- 
ped into a mask at the back 
so that the room appears com- 
pletely decorated in the colors 
selected.) 

Visitors often bring swatches 
cut from drapery, upholstery 
or rug material and these are 
matched with the color cards 
used in the visualizer before 
selecting wall colors. The color 
bar, which is arranged to show 
complementary as well as con- 
trasting colors is then consult- 
ed to select the paint to go 
with rugs, upholstery and 
drapes. 

Some of the girls from Flor- 
ida State University used the 
company’s facilities to select 
colors for their prom. The art 
department of the university 
has stimulated interest in the 
company’s paint program by 
allowing the firm to enter its 
color bar in a recent exhibit 
centered on the subject of the 
home. This exhibit remained 
on display for about six weeks. 
About 200 visitors daily, ex- 
cluding students, went through 
the exhibit. 


“We know this exhibit in- 
creased our business,” added 
Robuck. “One professor in the 
art department has just finished 
decorating his new home with 
paint shown at the museum 
show. We intend to continue our 
promotion of paint to the home- 
owner. So far it has paid off. 
Our paint business has doubled 
over last year.” 
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Ai important message to 
everyone concerned with BUILDING 


When THE HUGE PROGRAM of essential military and 
civilian building that lies ahead of us, three things—time, 
labor and materials—are obviously of critical importance. 


To everyone concerned with the construction of private homes 
or public housing, military installations, expanded plant 
capacity, government facilities and all. the other building 
required for strengthening our defenses, new developments 
or improvements that will save either time, labor or materials 
will be of extreme interest. 


The purpose of this message is to tell you about one such 
development that saves all three. 


It is a revolutionary new type of window that can be completely 
installed in a few minutes instead of the hours required to 
install many types of conventional windows. 





F. ° at Russell, PRESIDENT 
The F. C. Russell Company « Cleveland 1, Ohio 


W orld’s largest manufacturer of 
All-metal combination windows 


It is a complete, finished unit—containing rustproof Lumite 
screen, glass, weatherstripping and also insulating sash 
if desired. ' 


It comes factory-painted, fully assembled including the casing 
and hardware—all ready to place in the window opening. 
There is no time-consuming, labor-consuming glazing, fitting, 
altering and painting on the job. 


It has no troublesome sash cords, weights or balances. Instead, 
the windows operate smoothly and easily in vertical slides and 
lock automatically in both open and closed positions. And 
because the glass inserts are easily removable and inter- 
changeable, “spares” can be kept on hand for inserting at 
any time breakage might occur. 


For long life and resistance to the elements, it is made of 
Armco Zincgrip steel, hot-dipped galvanized, Bonderized 
—or equal—and finished with baked on enamel. 


Because of its unique tubular construction, it has great 
strength yet uses up to 60% less metal than most conventional 
types of steel windows. 


The double glass insulation permits rainproof and draft-free, 
filtered-screen ventilation in any type of weather, Insulation 
from outside noise, as well. And it saves up to 4 in precious 
heating fuel! 


This window, known as the RUSCO PRIME WINDOW 
(Vertical Slide) was developed by The F. C. Russell Company 
two years ago. Despite its many advantages and superior 
features, specially-devised tooling and production methods 
enable us to sell it competitively with the lowest priced window 
units on the market. Thousands are already in use on private 
homes and housing projects, and they have been specified 
on many large installations such as Ladd Air Force Base and 
Eielson Air Force Base in Alaska; Selfridge Air Force Base, 
Selfridge, Michigan; and Scott Air Force Base, Belleville, Ill. 


We believe that the Rusco Prime Window merits the serious 
consideration of everyone concerned with building and with 
the conservation of precious time, labor and essential materials. 


For the same convenience and economy advantages on 
existing buildings RUSCO COMBINATION SCREEN AND 
STORM SASH is recommended. These windows save up to 
1% on fuel, eliminate changing of screens and storm windows 
and can be installed without alteration to present windows. 


oid, 


FOR FULL INFORMATION, DEMONSTRATION OR ENGINEERING CONSULTATION ON THE RUSCO PRIME WINDOW, 
CALL, WIRE OR WRITE DEPARTMENT 7, AL 81, THE F. C. RUSSELL COMPANY, CLEVELAND 1, OHIO 
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EXTERIOR OF SPEAR LUMBER COMPANY as seen from main east-west 
highway leading to ranch and farm country outside Cheyenne. 


NORMAN SPEAR, manager, left, 
drawing up equipment list from blue- 
print brought into office by prospec- 
tive customer. 








Ba i 


ALCOVE.AT one end of display space, showing neat ar- 
rangement of paints, (left), garden tools at end, and cabi- 
net hardware, (right). Note highly waxed asphalt tile 
floor, acoustical ceiling, and over-all neatness of displays. 


eect, 


CLERK, LEFT, showing prospective customer typical 
door latch in builders hardware section. Customer has 
long list of items he will check over in the store. Portion 
of carpenters tool display may be seen at extreme left. 


Low Inventories and Customer Service Make Profits 


says Norman Spear, manager. 
Plate-glass windows form 


Spotlighted displays take advantage of high- 


way location to attract evening drivers. Shoppers fre- 


quently mention having seen display on previous night. 


An eye-catching display is 
one way to increase sales in this 
day of growing competition. 
Proof of the pudding is the new 
office and retail sales building 
of Spear Lumber Co., Ltd., 
Cheyenne, Wyo. 

This building, located at the 
edge of town and on a main 
highway, is equipped with an 
automatic time-switch to light 
the neon sign, display windows 
and spots inside the store. With 
the store attractively lighted 
and interesting displays in the 
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windows, passersby on the high- 
way at night see and remember 
not only its location, but also 
what is available. 


Location Helps Sales 


Ample space surrounds the 
building and store for customer 
parking and possible future ex- 
pansion. 

“Close to 80 percent of our 
new business comes about be- 
cause of our attractive store 
and easily accessible location,” 


18-lineal feet of the store front 
and contain displays that are 
changed every 10 days. Com- 
pany management feels that 
frequent changes in window 
content is an important step in 
attracting and holding the in- 
terest of those who pass the 
store daily. 

Floor area of the sales space 
is approximately 1800 square 
feet. The space is departmen- 
talized under such headings as 
paint, cabinet hardware, elec- 
trical fixtures; carpenter and 
garden tools. Since the major 
share of retail sales are made 
to the homeowner in town or 
country, garden tools make an 
important contribution to total 
store sales and constitute pick- 
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When people think about their 
homes, it’s seldom in terms of 
lumber, cement, nails and glass. A 
home is a place where you raise 

a family . . . entertain your friends. 
It’s your barricade . . your castle. 


Good salesmen never sell just 
house paint —they sell beauty and 
protection. They never sell the 
window, they sell the view. Malta 
dealers follow the, same logic. For 
Malta frames help make homes 
comfortable, beautiful, livable. 
Their patented features are good 
sales points because they add to 
this comfort, beauty and livability. 
They assure home-owner satisfaction. 


If you’re not now stocking Malta 
frames. .not selling satisfaction 
instead of just a brand of frames, 
extra profits are eluding you. 
Why not swing to Malta with 
satisfaction built right in? 


The MALTA Manufacturing Co. 


MALTA, OHIO © Supreme Quality Since 1901 


some dealers sell 
window frames 
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Rite Trim has 
the look of 
quality .. . it is 
high quality, 
too, yet prices 
are modest! 
When you think of sliding doors 
remember Adams-Rite can supply 
the proper trim from a cup pull 
to a completely modern lock. 
You'll especially admire our lock 
. It installs as a single assem. 
bly even in narrow stiles by a 
simple cut-out, no mortise. Three 
types fit all doors from 14%” to 2” 
in thickness. Adaptable to doors 
of either hand with deadlock 
either side and emergency un- 
locking feature opposite. For 
maximum security, pin tumbler 
cylinder operation in the escutch- 
eon is optional. Escutcheon meas- 
ures 414” x 2%”. 
A variety of stand- 
ard finishes avail- 
able on all Adams- 
Rite items. 











WRITE NOW FOR 
YOUR CATALOG 











ADAMS-RITE 
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up items. The customer is 
pleased to be able to obtain 
these tools here rather than be 
forced to make another stop in 
town where parking is a prob- 
lem. 


Supplies for Home Owner 


Neat island displays in the 
center of the floor carry typ- 
ical building or homeowner 
supplies including everything 
from putty and glass cutters to 
mailboxes. Give-aways cater to 
the same homeowner customer 
and consist of such items as 
dustpans, clothes bags and cal- 
endars. These articles bearing 


the company imprint, ‘ - 0 - 


into the home and stay there,” 
declares Mr. Spear. 


Rear of the first floor is de- 
voted to glass, door and nail 
storage; while the second floor 
houses surplus hardware stock. 
At the east end of the retail 
store the general office is situ- 
ated behind a low partition that 
serves as a counter. In one 
corner of the front of the build- 
ing is Mr. Spear’s private office 
with a glass block wall facing 
the highway. 


Interior Described 


The pleasing white exterior 
of the two-story building, to- 
gether with the clean-cut sign 
spelling out the company name, 
is in keeping with the interior. 
The store is completely finished 
in varnished knotty pine, with 
an asphalt tile floor and an 
acoustical tile ceiling. In or- 
der to keep the sales space at- 
tractive to customers in winter 
months, a gas-fired forced hot- 
air furnace provides heat in a 
region where winter tempera- 
tures are frequently below zero. 


The store represents a monu- 
ment to W. A. Spear, founder 
of the business, who spent 
many years planning the last 
detail of just such a sales 
room. He had long ago recog- 
nized the need for this form of 
merchandising in the retail 
lumber field. W. A. Spear, now 
deceased, started in the lumber 
industry in the territory that 
later became Oklahoma when it 
was admitted to the Union. He 
also gained worthwhile experi- 
ence in the lumber camps of 
early Oregon; and finally 
started his own retail lumber 
yard in Wyoming in 1918. 
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GARAGE DOORS 


















































- 


"“ROLLEZY" 

AND "GLIDEOVER"—A wide range of over- 
head models and sizes from 8' x 6' 6" to 
24' x 24' to meet all residential and com- 
mercial requirements. 

“AUTOMATIC 

ELECTRIC DOORMAN"—Push-button oper- 
ator for opening and closing ANY make of 
sectional overhead and most one-piece doors. 
WAGNER ALSO MAKES—Saw horse trestles, 
scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins. 


Wagner Manufacturing Co. 


Box AL-51, Cedar Falls, lowa 





CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


— For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller” because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with —can be molded, 
sanded, sawed, pai , or stai 


@ No waste — mix “with water only as 
needed 


Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 

Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘Product of Merit’’’ by Consumers. 
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CONSUMERS GLUE CO. 


51S N. HADLEY ST. - ST. LOUIS 6, MO 

















In Beautiful Colors... 
Johns-Manville Smoothgrain Asbestos Siding 















The surface of this new siding shingle is 
smooth, not grooved, but from any angle you'll 
see a richly colored, deep-grained texture that’s 
built right into the shingle with permanent 
ceramic granules. Because the surface is smooth, 
Johns-Manville Smoothgrain Asbestos Siding re- 
sists soiling; and because it Jooks grooved, they 
are architecturally attractive. Available in a wide 
variety of Permatone colors including Heather 
Green, Autumn Brown, Weathered Gray, Silver 
Gray and White. 





In this unretouched photograph 

there are 18 exposed nail heads and 8 verti- 

cal joints but you can hardly see them. The 

nail heads are lost in the color blended texture 

and because the edges are cut so clean and sharp 

each shingle blends harmoniously with those 
adjoining. 


form thickness, Smoothgrain Shingles are easier 
to cut, have cleaner edges . . . there’s no chipping 
to cause spoilage or mar appearance. Fireproof, 
rotproof, and weatherproof, Smoothgrain Asbes- 
tos Siding never needs preservative treatment. 
Applied right over existing sidewalls, it restyles 
the oldest house and makes it look “new.” 


Ns 
Juste Because of the smooth surface and uni- 


JOHNS-MANVILLE 


For a full-color brochure on Smoothgrain, write 


a p ee | / Johns-Manville, Box 290, New York 16, N. Y. In 


Canada, write 199 Bay Street, Toronto 1, Ontario. 


=. Johns-Manville 
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This Small House Has Research Designed Planning 


In this day of high prices it pays to offer your housing prospect all 
the living convenience it is possible to pack into a house. This Small Homes Coun- 


cil plan does just that. 


This plan (number LD 201) 
has a living area of 768 square 
feet and should be placed on 
at least a 70 foot lot to take 
full advantage of the design. 

The house has a simple, 
straightforward appearance 
that appeals to many prospec- 
tive home buyers. At the same 
time it is most carefully engi- 
neered to give a high degree of 
liveability both for dollar cost 
and for area involved. 

A number of important de- 
sign improvements: as worked 
out by the Small Homes Coun- 
cil of the University of Illinois 
make this possible. 

First, and as shown on the 
plan, the house is composed of 
carefully laid out room units. 
Notice that the kitchen, the liv- 
ing area, and the sleeping area 
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UNIT PLANNING, as developed by 
the University of Illinois Small Homes 
Council, was employed to give this 
two bedroom home a truly efficient 
layout. When writing about working 
drawings mention plan number LD 201. 


are each treated as individual 
entities. 

Next, trussed rafters are em- 
ployed to speed roof construc- 
tion. The trussed rafter ac- 
counts for additional interior 
savings. For example, interior 
partitions will not be bearing 
walls, which means the entire 
floor and ceiling areas can be 
finished in one unit before inte- 
rior partitions are put in place. 
Also, of course, the partitions 
can be placed to give the most 


livable house instead of as sup- 
ports for the ceiling. 

Notice how the house uses 
low ventilating windows on the 
south exposure and high venti- 
lating windows on the north 
elevation. This practice takes 
the best advantage of the nat- 
ural movement of air for ven- 
tilating purposes. 

The glass wall type of con- 
struction on the south side is 
another cost saver. Vertical di- 
viders run up to the plate, elim- 
inating the need to “cut” open- 
ings in the wall. If windows to 
fit this type of construction are 
temporarily unavailable, stand- 
ard sash can be _ substituted. 
For a discussion of this prob- 
lem see the house plan story on 
pages 102 and 103 of the July 
14, 1951, issue of AL&BPM. 
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KITCHEN 
11-8" x 9-8" 
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GARAGE 


Unit planning means that each part 
of this modern small home is designed 
to offer the home owner the most 
possible living for the money. Each 
unit is engineered to be complete 


in itself and at the same time to 


work well with the other units. 
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LIVING-DINING AREA 
16’-0" x 16-0” 
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NOTICE HOW this exceptionally liveable house plan has been developed from carefully 
designed units which are fitted together to give a large measure of use both for the 


cost of the house and for the total area involved. 
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IN THIS BASEMENT design notice 
the living and sleeping units have not 
been changed. Only the work unit has 
been altered to provide a stairway. 
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In addition to all this, the 
house is designed on a module 
basis which makes the applica- 
tion of materials easiest and 
cheapest. 


Unit Planning 


This system of using unit 
room designs to develop sound, 
attractive small homes is, in 
fact, a revolutionary advance 
in the light construction indus- 
try. 

In developing its system of 
unit planning, the Small Homes 
Council research architects an- 
alyzed the functions of a house 
from the standpoint of use— 
ie., living, eating, sleeping. For 


each function, a type of unit 
was developed. There are three 
basic types: living-dining area 
units, work area units (kitchen- 
utility room) and sleeping units 
(bedrooms-bath). One of each 
of the three is all that is neces- 
sary to form a complete house. 

Besides the basic units, three 
types of optional units were 
developed: (1) garage or car- 
port unit; (2) extra room units 
which can be used to provide a 
separate dining-room, bedroom, 
study or porch; and (8) sleep- 
ing area expansion units which 
can be used to give extra bed- 
rooms, or in some units, a chil- 
dren’s playroom. 
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THIS TRACTOR dropped dolly on right and hooked up 
loaded dolly without the necessity of the driver leaving 
his seat. : 


GREASED APRON on back of tractor 
scoops up lunette ring, lifting tongue 
of dolly. Driver reaches behind his 
seat and pulls up pin as he backs up 
to allow ring to seat itself in pocket 
formed by apron and top plate. 





¢ 
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WITH PIN DROPPED IN PLACE the 
coupling is complete. Note strap iron 
prop is clear of ground. Dolly is un- 
coupled by pulling pin and moving 
tractor forward. 


Lumber on Wheels 


Alabama firm uses special two-wheel dollys 
in solving handling problems. 


Grayson Lumber Co., Bir- 
mingham, Ala., puts forth two 
man-size slogans: “The Most 
Modern Lumber Yard in the 
South,” and “When Better 
Lumber is Sold—Grayson Will 
Sell. It!” The first statement is 
painted on the company’s fence, 
and the second is in a classi- 
fied telephone ad; and either 
one could start a spirited de- 
bate among a group of lumber 
dealers: but there’s one thing 
Grayson Lumber Co. has and 
that is a simple, unique, effec- 
tive method of handling large 
quantities of lumber on dollys. 

B. E. Starling, manager, will 
tell you, “We sell everything 
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for building except plumbing, 
wiring and heating,” and the 
company apparently specializes 
in diversification, carrying gum, 
hickory, maple, southern pine, 
ponderosa, sugar pine and 
Douglas fir while buying large 
quantities of rough lumber from 
local mills. In Alabama a plan- 
ing mill goes with a retail yard 
like grits on a breakfast plate 
—in Alabama. 

Rough, partially manufac- 
tured lumber is unloaded by 
hoist from the manufacturer’s 
truck and dropped to the double 
end trimmer which also dips 
it against “Blue Stain” in Lig- 


masan, after which it is graded 





THE LUNETTE RING on the dolly is held a few inches 
from the ground by a V-shaped, strap iron welded on bot- 
tom of I-beam tongue. 





FORK LIFT TRUCK is used to move 
palletized materials in the warehouse. 


and sized and shunted onto the 
proper dolly for a trip through 
a 70,000 board-foot capacity 
dry kiln. Next, this lumber 
goes through the planing mill 
onto a Canadian double-end 
trimmer where final grading 
and cutting to length takes 
place. From first to last this 
lumber is sorted on _ dollys, 
moved from process to process 
and finally to bins or trucks, on 
dollys. 

Other types of lumber, shop 
grades for example, also move 
to moulder and matcher and 
other millworking machines on 
dollys—from lumber storage 
and back again over the 12 
acres of yard and mill. 

One tractor usually handles 
the work of moving the approx- 
imately 30 dollys, although an- 
other tractor is available in case 
of emergency. 

The speed in handling these 
dollys could not be attained 
were it not for the almost auto- 
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RAIL SIDING separates the two building material ware- 
houses. Palletized materials are in warehouse on right; 
millwork in building on left. 


matic hook-up used between 
tractor and dolly. The tractor 
backs an empty dolly into posi- 
tion, drops it, moves out a short 
run and backs into a hook-up 
with a loaded dolly, and is away 
—all in less time than it took 
to read that sentence. The 
driver can hook-up or unhook 
without ever leaving his seat. 

Here’s how it is done. A large 
lunette ring on the end of the 
dolly tongue is held a few 
inches off the ground by a V- 
shaped strap-iron on the bottom 
of the tongue and about 20- 
inches behind the ring. 


A greased apron, just be- 
tween the rear tractor wheels, 
with a sloping lip reaching 
down to within three or four 
inches of the ground, scoops 
up the lunette ring when the 
tractor backs into it, rais- 
ing the V-bracket off the 
ground, as the lunette ring and 
end of tongue is guided up by 
the raised sides of the apron 
into a pocket formed by the 
upper portion of the apron and 
a metal top plate that holds an 
iron pin in place. The driver 
merely reaches behind his seat, 
lifts the pin as he back up, and 
as the lunette ring’ jars into 
place, he drops the pin through 
the ring into a small hole in 
the apron that seats it firmly. 
The driver then moves right out 
with the loaded dolly. 

The dolly can be unhooked, 
or dropped, whenever the pin 
is pulled up and the tractor 
moves forward, free. 


This coupling was designed 
by O. F. Whittington, formerly 
with the company, and the dol- 
lys are made at the yard. The 
all-metal ones are welded, made 
of channel iron and I-beam 
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1,500 board feet. 
metal, welded dolly. 


tongues with heavy iron round, 
and strap iron, shaped, and 
welded to the tongue. The wood 
dollys are made of heavy 6 by 
8-inch timber, with tongues 14- 
feet long. The lunette ring is 
welded to channel irons bolted 
through the tongue. 

Wood dollys are used on the 
trimmer, for sorting, and where 
maximum loads will not exceed 
1,500 board feet. The metal 
dollys are used at the planing 
mill and where heavier loads 
are stocked before moving the 
equipment. 

Clyde I. Beavers, plant fore- 
man, whose operation depends 
on the efficiency of the tractor 
and dollys, says “The regular 
maintenance of this equipment 
calls mainly for greasing the 
apron every other day to lessen 
wear. Of course we make this 
part of the coupling here, also, 
and attach it to the tractor.” 

Lumber at the Grayson Lum- 
ber Company is not palletized, 
but practically all other build- 
ing materials are. Flooring and 
siding are bundled for handling 
and delivery. 


Such items as. wallboard, 
plywood, paint, cement, plaster, 
lime and roofing are stored in 
one of two warehouses sepa- 
rated by a rail siding. Cars may 
be unloaded into either ware- 
house; and in general the heav- 
ier items are in one and lighter 
items and unpalletized ma- 
terials, such as millwork, doors, 
windows, screens and cabinets, 
are in the other. 

One fork-lift truck operates 
in the warehouse where every- 
thing. is palletized; but for 
heavy materials, or to help 


-load, the fork lift works at 


times.in the other warehouse. 





CLYDE BEAVERS, plant foreman, beside a wood dolly 
used for sorting at trimmer where loads do not exceed 
Heavier loads are handled by an all- 


On the sides of the warehouses 
opposite the rail siding, there 
are truck loading platforms. 

There are 20 trucks and 15 
automobiles (for six salesmen 
and key employes) operated by 
the Grayson Lumber Company. 

Advertising is budgeted. Ra- 
dio is used five nights a week, 
sometimes as spot aunnounce- 
ments with music or records 
and sometimes on a 15-minute 
program. 

Newspaper advertising stress- 
es financing and company 
loans. A long classified ad in 
the Birmingham News, written 
like a letter, is used every Sun- 
day. This is a materials avail- 
ability report to all customers. 


Lumber on Wheels — 


Grayson Lumber Company believes 

that it is economical to use creosoted 
lumber where permanent construction 
is desired. The labor expense is the 
same on creosoted lumber as _ non- 
creosoted lumber and inasmuch as 
creosoted lumber will last indefinitely, 
it is much more economical in the 
long run to build with creosoted lum- 
ber. We have a very large “stock of 
creosoted lumber in sizes of 2x4 to 
2x12 and also small timbers such as 
4x4, 4x6, etc. 
’ If you desire to build a nice boat, 
we want you to know that we have a 
very nice supply of Tidewater cy- 
press, “The Wood Eternal” and if you 
want some real fine lumber suitable 
for weather endurance, we unhesi- 
tatingly recommend this cypress to 
you as it is a very fine grade that 
is practically free from all defects. 

Fir plywood has been very scarce 
for more than twelve months but we 
are happy to inform our customers 
and friends that we have been fortu- 
nate in receiving a full carload of Fir 
plywood in all popular sizes and 
grades. As long as it lasts, we invite 
you to “come and get it.” We also 
have concrete plyform which is- the 
most economical concrete form mate- 
rial that we know of,,inasmuch,as it 
can be used over and over and over 

(continued on page 136) ic 
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By C. ARTHUR BRUCE 


Executive Vice-president, E. L. Bruce Co., 
Memphis, Tenn. 


As the tempo of mobilization 
increases, wood becomes spot- 
lighted as of greater and great- 
er importance. It is estimated, 
and I believe accurately, that in 
1944 when we were in the thick 
of greatest intensity of the war, 
of every. pound of steel ex- 
pended, a corresponding pound 
of wood was expended. During 
the first three years of that 
war, direct military took ap- 
proximately one-half our entire 
available supply of lumber 
from production and inventory 
in the hands of the lumber 
manufacturers and their dis- 
tributors, wholesale and retail. 

Approximately one-half of 
the balance went to indirect 
military, and the balance, or 
one-quarter of the total, to es- 
sential civilian use. The term 
indirect military included wood 
for housing, furniture, etc. of 
civilian war workers; wood 
needed by the farmer in his 
percentage of production of 
food and other products, for 
the military. Essential civilian 
use included wood for repair. 
and maintenance of railroads 
and other transportation, util- 
ities, public works and agri- 
culture in general. The god of 
war is truly voracious in his 
consumption of wood. 

Perhaps I should at this 
point explain that the term 
wood, as used here; does not 
include wood pulp, not its end 
products of paper, paperboard, 
not the end-use of wood fibre 
for wallboard, insulating board 
or blanket material, or produc- 
tion of rayon and other syn- 
thetic or plastic products. All 
of these products in varying de- 
gree are used in a war effort. 
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WOOD--Its Importance in 





Remobilization Program 


How wood can do the big job ahead; produc- 


tion must be maintained. 


And are important in any of 
them. How, for example, would 
we in Government service get 
along without- plenty of 
paper? These uses account for 
about 15 percent of the prod- 
uct harvested from our forest 
lands. 

I am talking about lumber 
and wood products which make 
up the other 85 percent of har- 
vest from our forests. And this 
area just about parallels the 
jurisdiction of the Lumber & 
Wood Products Division of the 
National Production Authority, 
and this defense agency is for 
all practical purposes, the War 
Production Board of World 
War II. It includes lumber, 
rough and finished, millwork, 
veneer and plywood, flooring 
ties, posts, piling, poles, mine 
timbers and so on, with finished 
wood products such as shoe 
lasts, battery separators, picker 
sticks, and innumerable large 
and small articles of wood. 
With respect to some articles 
such as wood containers and 
furniture, it is inclusive of the 
wood material used for manu- 
facture but not the end prod- 
uct. 

Although a generalization, it 
may be stated that lumber con- 
tribution to war is the same as 
its contribution to peacetime 
civilian needs, some of these 
items are very important in 
war and draw on our forest re- 
sources more heavily than in 
normal times. For example, it 
is estimated that in the first 
year after declaration of war 
we would require in excess of 
5,000,000 poles, 75,000,000 lineal 
feet of piling, several hundred 
million cross ties, and so on. 

If armed conflict should come 
—and let us all hope that we 
will become so strong as to pre- 
vent another world war—it 
would apparently require ship- 
ment from our shores. In World 
War II it is estimated that one- 
third of that expended pound 
of wood for each pound of steel, 
went into boxes, crates, dun- 
nage, skids, pallets, et cetera. 
There was an average of over 


150,000 feet of shipping mate- 
rial made of wood on each ves- 
sel sailing from our shores. 

The answer to wood’s im- 
portance lies partly in the fact 
that wood has proved its case 
in the game of war. That game 
is a rough game, and wood had 
proved it can take it. When 
used for containers for over- 
seas shipment, these containers 
whether made of tin, plastics, 
paper or paperboard, must seek 
the final protective cover of 
wood. When, in end products, 
there must be elimination of 
steel parts as a conservative 
measure, wood of _ sufficient 
structural strength is the sub- 
stitute and usually the only one 
available. 

Can wood measure up to the 
demands that may be made on 
it? Do we have the timber sup- 
ply? Do we have the plant to 
convert? Can that plant op- 
erate satisfactorily under war 
conditions? In conclusion I 
want to discuss these questions, 
and also point out some of the 
answers. I assume I have 
brought home to you the im- 
portance of wood in our mobili- 
zation program. But because 
the purpose of this paper is to 
emphasize that importance, I 
call your attention to the fact 
that wood went to war in World 
War II as the principal raw 
product of over 1,200 different 


_ items. 


These ranged from prefab 
houses, barges, small boats, 
aircraft and truck bodies to 
cabinets, chests, furniture, 
lockers and caskets and on 
down the line to tent poles and 
pins. All of these items may 
be made of steel, are made of 
steel and sometimes aluminum. 
But on the entire list, to what 
other material may we turn 
than wood, when metals re- 
quire strict conservation for 
those products where substitu- 
tion is impossible? 

Do we have in this country a 
timber supply to meet the po- 
tential war demand? From the 
standpoint of quantity, the an- 
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swer is yes. The latest Forest 
Service figures indicate there is 
an excess of one billion, six 
hundred million board feet of 
standing timber. The ratio be- 
tween saw timber removal and 
growth has declined from an 
estimate of 5.8-1 in 1944, and 
today for all practical pur- 
poses we are in balance. 
Another very obvious reason 


the answer is yes is because it . 


has to be yes. While we cannot 
draw excessively on our re- 
serves without impairment of 
governmental and private for- 
estry programs looking towards 
balance of drain and growth, if 
we need the timber for a war 
effort too much attention can- 
not be paid to such impair- 
ment. Of course this is true of 
all of our other natural re- 
sources, such as metals, oil, 
etc. We do not like the waste 
of war, but it would have to be 
faced and it could not be 
avoided if war came. The re- 
serves of timber on our public 
domain should carry its share 
of the load. These reserves did 
not carry a proportionate bur- 
den in the last war. 

In considering supply we 
must, of course, give attention 
to the woods that may be im- 
ported into our country or such 
foreign woods as might be made 
to serve in a war effort without 
process in this country. The 
importation of foreign woods 
has become a major factor in 
the wood-using industries in the 
United States. In fact, we have 
developed into an importing 
country rather than an export- 
ing country within the last dec- 
ade. These imported woods 
are serving certain industries 
such as the furniture industry, 
and it is safe to say that there 
are today more than 100 species 
which are being used by the 
furniture industry, the prin- 
cipal species, of course, being 
mahogany. 

In 1950 we had an all-time 
high in imports. The trend in 
1950 was from 10.3 imports 
to 1.0 exports. During World 
War II the principal foreign 
woods used for the war effort 
were mahogany, balsa, teak, and 
rattan—mahogany for aircraft 
and boat building, balsa for air- 
craft and floats, teak for boat 
decking, and rattan for boat 
fenders. All of these species 
are again entering into the mo- 
bilization picture and we can 
assume that they will become 
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more important as the program 
builds up. 

It is in these areas of special 
woods for special use, both do- 
mestic and foreign, that critical 
shortages may lie. This is the 
are in which you concerned 
with research can be and should 
be very helpful. When a species 
becomes in critical supply, sub- 
stitutes must be found, and the 
same is true in the substitution 
of grades. 

Does the lumber and wood 
product industry have the plant 
to produce what is required? 
Fortunately the industry has no 
conversion problem at the mo- 
ment. By and large. the prod- 
ucts needed for defense are the 
products needed for peace. This 
plant of ours is greatly divided 
in ownership, it being estimated 
that there are 60 to 65 thousand 
full or part time sawmills, al- 
most unnumbered finishing 
shops, 1,500 wholesale distrib- 
utors and 25,000 retailers. The 
largest company in the country 
has never shipped more than 
a small percentage of the total 
number of products. 

In 1950 it was estimated that 
there were 5,500 major mills; 
these mills produced 77 per- 
cent of the total production; 
4,500 medium-sized to small 
mills which produced 11 per- 
cent of the total production, the 
balance of 12 percent being 
what might be termed “in and 
outers.” In peacetime the only 
limiting factors on lumber pro- 
duction are markets and prices. 
In war time the limiting factors 
on production are skilled man- 
power, equipment and supplies. 
In World War II lumber was in 
short supply as follows: 


1942—17 percent 
1943—12 percent 
1944— 7 percent 
1945— 9 percent 
At the start of World War 
II we had an inventory position 
of 17 billion, today we have be- 
tween 11 and 12 billion. 
Presently lumber production 
is about at its peak for all time. 
The problem is to maintain that 
production because, if war 
should come, all lumber pro- 
duced could be used to advan- 
tage. One of the purposes of 
the Lumber and Wood Products 
Division of the National Pro- 
duction Authority is to obtain 
the necessary steel and other 
critical metals and materials 
without which the lumber in- 
dustry cannot operate. To do 





this we are confronted with a 
real task in education as to the 
important part that lumber 
plays in mobilization, and the 
necessity of supplying the in- 
dustry with the steel for saws 
and other operating supplies 
necessary in forest and plant. 
Further than this, to develop 
Ways and means where we may 
not lose our manpower and 
skilled workers to other indus- 
tries where the work is less 
arduous and the pay and other 
conditions more attractive. 

In other words, we must be a 
claimant for manpower to avoid 
repetition of shortages which 
are bound to occur otherwise. 
We manufacture a natural raw 
product which, due to the na- 
ture of the manufacture, does 
not lend itself to the mechani- 
zation of other industries and 
which on the other hand re- 
quires more manhours of labor 
per unit of production than al- 
most any other industry. 

You are interested in re- 
search in the wood field. To my 
mind the present conditions 
confront you with a challenge 
and an opportunity. I remem- 
ber when Mr. Axel Oxholm was 
connected with the Department 
of Commerce and I happened 
to be a member of his Wood 
Waste Utilization Committee. 
Mr. Oxholm, I believe, was in- 
strumental in bringing to this 
country certain Swedish pat- 
ents on timber connectors. The 
use of lumber in place of struc- 
tural steel is aided by these 
connectors. 


One striking World War II 
example of steel conservation, 
made possible by the use of 
timber connectors, was a Navy 
blimp hangar 1,000 feet long, 
153 feet high and with a roof 
span of 237 feet. Two thousand 
and fifty tons of structural steel 
would have been required. 
Wood was used in its place at 
a cost of 200 tons of steel used 
to fabricate the connectors. 


It is my firm conviction that 
the use of steel in reinforcement 
of wood is in its infancy. I be- 
lieve that structural members 
can be developed where wood is 
combined with steel which will 
save not only wood but also 
steel. When concrete became 
reinforced it ushered in a new 
day in that industry. Rein- 
forced lumber may be a dream, 
but if it is to come true you men 
of research are the ones who 
will develop it. 


August II, 1951, AMERICAN LUMBERMAN & 








he 
er 
he 





FOR AMERICA’S 
NO. | 
GARAGE DOOR 


VS 
es 
it. 
9p 
ad 
iS- 


SS 
er 


Ww LOWEST PRICED 
eS QUALITY STEEL DOOR 
id NOW AVAILABLE 


WITH 
LIGHTS 

































































re 
1- 
iS 
1t 
d 
d 
B 
l- 
is 
. Berry was the first steel door to feature horizontal grooving, first to 
. rivet as well as spot-weld stress points, first to provide an improved 
e type track which makes pin-point hanging unnecessary. And now Berry 
is first again among steel doors to offer factory installed weather-tight 
I lights, snug fitted with rubber moulding that is being so successfully 
: used by leading bus and truck manufacturers. 
y Point by point, Berry steel door excels—in quality, style, ruggedness 
f of construction, simplicity of installation, ease of operation. No other 
d steel door delivers so much value for so low a price. 
1 
. Springs are longer and stronger for easier operation. Ball bearing 
t rollers provide smooth “Featherlite” opening and closing. When open, . 
i door is entirely inside garage out of weather. Double latches for New Framework Design ‘. 
: cutee sourty. Adds Strength and Rigidity 
kok pg trea se bp sane ysi 
‘ Entire door is electronically zinc plated 
5 JOBBERS! We have been allocated sufficient steel to enable us to add and ee tae ae Abas pera orig 
l continue to supply one and possibly two more distributors. ACT PROMPTLY—. time and weather. All hardware is phos- 
) if you'd like to build fall sales and profits with the lowest priced quality steel phate coated for extra protection against 
) door on the market. rust. 
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ALUMINUM PRODUCTS CORPORATION 


359 S. Jessie St., Pontiac, Mich. 
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THORNTON REGAN, manager of the Fuller Lumber Co. 
display center in Needham, Mass., explains materials 
available for wall construction to a prospective customer. 


Bringing the Store 
To the Customer 


When the G. Fuller & Son Lumber Company, 
Boston, opened its roadside display center at 
Needham, Mass. last November, it brought 
samples of its varied stock of home betterment 
supplies closer to its wide following of custom- 
ers, and displayed them in actual use. 

The display center is housed in a 114-story 
Colonial building along heavily traveled Route 
128. The building is constructed of red cedar 
shingle (brown stained) with a carnival red 
trim, following the traditional Fuller color 
scheme. The building occupies approximately 
770 square feet; the grounds provide parking 
facilities for at least 50 cars. Total cost of erect- 
ing the building and grading the tract of land 
was $5,000. 

The youthful manager of the display center, 
Thornton Regan, explains its purpose as fol- 
lows: “It was our aim to come closer to the 
suburban homeowner and provide a showroom 
that can be reached more quickly and conveni- 
ently than our store and yard in Brighton (part 
of Boston). This is an ideal location since 
the adjacent highway links suburban towns and 
eities such as Dedham, Needham, Wellesley, Wo- 
burn and Lexington. 

“The opening of the display center,” he added, 
“ties in with our increasing volume on home 
betterment supplies. We find that because of 
high labor costs more and more homeowners 
are doing their own work around the house. 
They are finishing unpainted furniture pieces as 
well as completing construction of unfinished 
second stories and putting playrooms in base- 
ments. Needham is the center of an area in 
which there are a great many homes 10 years 
old or less that require additional construction.” 

Numerous materials that are part of the 
firm’s line are incorporated in the new Fuller 
showroom. The attic is used to demonstrate 
fibreglass and blanket insulation. Walls are 
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BUILT LIKE A HOME, the exterior of the new display 
center is an inducement for motorists to come inside. The 
big sign is lighted at night. 


aie? 


DISPLAY ROOM reflects homelike atmosphere. Each of 
the price-marked items is available at the store. This 
corner is designed as a knotty pine den. 


left open so that the customer can see exactly 
what the insulation looks like, how it is applied, 
and how louvers are used. 

Among the benefits of the new roadside loca- 
tion: 

1)‘The 104-year-old firm has further gained 
the good will of its regular customers by mov- 
ing closer to them and making available ade- 
quate parking facilities. 

2) New store traffic is being established (about 
90% are homeowners). Approximately 80% of 
the people coming to the showroom are new to 
the company. 

3) The interior of different materials is a 
great sales aid. Customers want to see how the 
various materials look when installed. 

4) The store environment is that of a real 
home, a setting that the suburban homeowner 
likes. The showroom is never crowded like a 
downtown store, and affords privacy for the 
customer. There is no need to wander around 
from section to section to see various items 
since they are all centralized in the one room. 

Despite wintry weather, the new display room 
has attracted 150 people a week. Warmer 
weather and better driving conditions are ex- 
pected to increase store traffic a good deal. 
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SAFETY SAVES! 





WATCH OVERHEAD CLEARANCE 
-..Or you might ‘Bring Down 
the House" on your head. 










REPORT EVIDENCE OF FAULTY 
TRUCK PERFORMANCE 
. .. remember that stitch in 


time — the best time is 
RIGHT NOW!! 











KEEP CLEAR OF EDGE OF LOADING DOCK 


... sky hooks” are not standard 
equipment on fork trucks. 
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Second in a series of cartoon drawings emphasizing safety. 
Courtesy Clark Equipment Co., Battle Creek, Mich. 





NEVER TRAVEL WITH FORKS RAISED 
. when loaded, your vision 

is obstructed; unloaded, they 

threaten everybody's safety, 








FOR BETTER VISION WITH BULKY LOADS, 
DRIVE BACKWARD 


. +. once again, watch 
where you're going, bud, 









DON’T HAUL UNAUTHORIZED RIDERS 

.'. « picking up hitch-hikers 
is dangerous, even with 
fork trucks. 
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Direct Mail Tips 


How to build and maintain a list of names 


for direct mailings. 


Building materials dealers 
who have used direct mail are 
convinced of one thing: it 
doesn’t cost, it pays! 

These dealers use the follow- 
ing sources: 


Building Lot Buyers 


Checking the local legal reg- 
ister, since buyers of building 
lots will provide a good list of 
potential prospects. These legal 
registers are available through 
local legal printing firms at a 
nominal cost. Building lot buy- 
ers are potential home owners. 
They are good prospects for 
any building materials. 

One building materials 
dealer, for instance, writes each 
buyer of a building lot an in- 
dividually typed letter which 
carries a personal message 
about the specific lot the pros- 
pect has purchased. This starts 
off the direct-mail advertising 
campaign on a friendly basis. 


Home Buyers 

Closely allied with building 
lot buyers are the home buyers. 
These names are available from 
the same registers, but provide 
prospects for remodeling rather 
than new construction. 


Building Contractors 

Local advertising agencies 
and mailing list compilers can 
supply a list of building con- 
tractors. Credit rating organi- 
zations have lists of these pros- 
pects with financial reports of 
each one. The classified sec- 
tion of the telephone directory 
is another good source. 


Union Membership 

A list of members of the 
various building trades unions 
in your area will provide a 
valuable list of prospects. 
These can be secured from the 
union officers. One retail lum- 
ber dealer wrote personal 
letters to these members. The 
letters did two things: 

1) Encouraged buying for 
personal needs for part-time 
building work. 

2) Suggested the extra serv- 
ice rendered by his lumber yard 
to contractors. 

Purchasing Agents 

Local purchasing agents as- 
sociations will provide a build- 
ing materials retailer with a 
list of potential buyers. This 
list can be secured from the 
local association or through a 
mailing list house. Industrial 
buyers aren’t in the market 
every day for building mate- 
rials, but a constant reminder 
will keep your firm name in 
the customer’s mind. 


Home Show Visitors 

Local home shows, flower 
shows or building displays al- 
ways attract crowds of people 
interested in improving their 
homes. Some shows have a 
registration desk where all 
show visitors are asked to sign 
their names and addresses. This 
list is later made available to 
all show exhibitors. A contest 
or drawing at such a show will 
help build up a good mailing 
list. For example, one lumber 
dealer displayed a keg of 





shingle nails. Each registrant 
entered a guess on the number 
of nails in the keg. 
Maintaining the Mailing List 

Assets are usually depre- 
ciated each year. Mailing lists, 
too, depreciate. People move, 
customers die, promotions are 
made and new customers come 
on the scene. A mailing list 
that is 98% accurate today may 
be down to 95% in a month. 
Here are some requirements 
for a good mailing list: 

1—Check the title. If you 
are calling the traffic manager 
a shipping clerk, that isn’t 
much of a compliment. 

2—Check the name. Be sure 
it is complete and correctly 
spelled. 

3—Check the address. Dead 
letter office doesn’t pay off. 

Here are some more sugges- 
tions for keeping your list alive: 
make one person responsible; 
check the list regularly (at least 
twice a year). The post office 
will check names at lc per 
name if these lists are on 3x5 
cards in groups of 25 or more. 
When the advertising is third 
or fourth class mail, use form 
3547. The following instruc- 
tions should be printed in the 
lower left hand corner of the 
envelope: 

“Postmaster: if addressee has 
moved, please notify sender on 
Form 3547, postage for which 
is guaranteed.” This service 
costs the advertiser only 2c a 
corrected name—well worth 
the extra cost. 

Use city directories and tele- 
phone books to check names for 
accuracy. Ask the man him- 
self. People are proud of their 
names and a prompt answer 
usually results. Be sure to pro- 
vide a self-addressed stamped 
envelope or card. 
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Standard Strip 
Prefinished 
Oakblok 


Plank 
Square Edge Strip 
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WHEN YOU BUY 
INSULATION 


Lo-"K” INSULATION checks 100% on all five 
of these points of superiority. In addition, 
Lo-“K” provides the natural heat barrier which 
only cotton, with its countless billions of minute 
air cells possesses. Check these features and you 
will understand why we say: Lo-“K” gives 


greater dollar-for-dollar insulating value: 


Lo-’K” insulates from 4% to 36% more 
efficiently. 


Weighs less... installs easily. ..saves up 
to 40% in installation costs. 
vermin, 


Flameproofed to meet and surpass rigid 
government specifications. 


Non-irritating to the skin...no itching, 
sneezing or coughing. 


0 
© 
© Won't sag... resists moisture, mildew and 
° 
© 








Comes in open or 

closed blanket types... 
\ asphalted vapor barrier 

or aluminum foil, as 
j available. Ask for prices 
| and full information. 





Termites are now feasting upon your customer's 








11/1] 
This!) 
can make 


MONEY 
FOR YOU! 


buildings. This damage is very real from your 
customer's point of view. They are termite con- 
scious. Offer them NOW — an effective control at 
lower cost. You can add new profits to your sales 


volume by offering your customers... 


cAbesto | 
CHEMICAL TERMITE CONTROL 


This effective material, used according to the 
simple directions on the label of each container, 
carries two powerful chemicals — pentachloro- 
phenol and ortho-dichlorobenzene — directly to the 


termite and his nest. — 


ABESTO CHEMICAL TERMITE CONTROL is easily 
applied by ANYONE — saving your customers 
many dollars — and YOU make the profit! 


FREE LITERATURE... 4clé you sell! 


Abesto furnishes free, colorful consumer literature 
and attention-compelling newspaper ad mats to 


help pull in customers for you. 


ec Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 
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for the carpenter. 


DOOR FRAMES AND WINDOW CASTINGS are 





pre-cut on this line and notched 


SHOP SUPERINTENDENT J. H. 
DILBECK, SR. beside a dolly stocked 
with millwork for a small house job. 


Shop Pays Off by Providing Hard-to-Get Items 


Montgomery (Ala.) dealer has built a nice contractor business by 
supplying special millwork without delay. 


“Your Phone Call Starts a 
Truck”, is the slogan of the 
Montgomery Building Mate- 
rials Supply Co., seen in the 
classified phone directory. 

The company’s 25-year busi- 
ness reputation is backed by the 
promise: “When you phone for 
material, we have it!” 

The ability to buy and stock 
in large quantities many items 
that might be scarce, is the key 
to such an operation. But the 
mainspring that unlocks the 
door to much of this business is 
the ability to make these scarce 
items locally from timberlands 
from the surrounding Alabama 
countryside. 

J. K. Dilbeck, Sr., shop su- 
perintendent, provides the 
know-how for converting avail- 
able materials into these scarce 
items. Supt. Dilbeck can take 
a blueprint and come up with 
a sound competitive price on all 
millwork and trim including 
door frames and window cas- 
ings. He can figure anything 
from a two-room bedroom to 
a 50-room hotel. 

A combination of stock and 
shop-made items will be in- 
cluded in that price. Available 
stock millwork that can be sold 
to the customer in the middle 
income bracket will be _ set 
aside. Every piece to be shop- 
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made will be selected, cut to 
length and put on a dolly for 
processing through the mill. 
All the pieces for one small 
house, for example, will be kept 
together on a dolly that is 
moved from one machine to an- 
other until the processing is 
complete. 

Many lengths and designs of 
items often in demand can be 
cut in advance and these pre- 
cut pieces stocked in bins either 
at the head of the line of equip- 
ment turning out windows and 
casing items or at the head of 
the equipment door and frame 
items. Standard molding pat- 
terns made in the shop are 
stocked in bins ready for the 
truck driver or yard man who 
makes up the order. 

Here are four reasons why 
the Montgomery Company mill 
pays off: 

1—Yards in Alabama are 
not always sure of getting 
manufactured stock items of 
millwork during periods of 
heavy demand or changing con- 
ditions. 

2.—Convenience — produc- 
ing an item temporarily out of 
stock because of shipping de- 
lays; reproducing many special 


items or old designs no longer - 


in manufacture. 
3.—There is an actual money 
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savings to the customer if he 
can use an item or pattern 
manufactured by the Mont- 
gomery mill. 

4.—Reduced contractor labor 
costs in two days: items can 
be manufactured at once to fill 
out an order; reduced on-site 
costs by delivering outdoor 
frames, window casings and 
similar items—cut, notched and 
dadoed—as part of the mill- 
work order if desired. 

The company’s shop is also 
in a position to pre-cut many 
lumber items going into homes 
or industrial plants. These in- 
clude kitchen cabinet jobs, 
standard stock moldings, even 
fireplace mantels. 

Bins of seasoned and season- 
ing Douglas fir, ponderosa pine, 
shortleaf yellow pine and other 
shop-grade lumber are kept 
under cover for millwork items. 

This merchandising program 
based on “having it on hand 
when it is wanted” has led to a 
preponderance of contractor 
business. Even the company’s 
paint business reflects this 
trend towards the contractor. 
It is stocked for convenience, 
but goes out largely’ to the 
“gallon size” trade. 

T. R. Carter is president and 
Ed Fuller is secretary-treasurer 
of the Montgomery firm. 
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POINTERS 


Four years 
ago Bt. Malo \ | 
LumberCo., . x : 
Oceanside, pA) 
Calif., started 
business with a 
$100 stock of Nee At 
tools and hard- 8 
ware. : 

“Even though \ 
we had just an 
office,” said Billy 
Meredith, the . 
frm’s general 
manager, ‘‘we 
nevertheless - in- 
stalled some 
shelves where 
we could display 











Lee 


our tools and 3 > ie 
hardware. Od “ 
“We learned <Q 
something in 
early days. 
those y day S 


The stock we 
kept in a small 
showcase just 
stayed there. 


e 
Via 


Neat Display of Tools 


Customers looked at the showcase just as they look at a 


showcase in a museum. But the items that were out on easy-to-reach 


shelves sold quickly.” 


Today, St. Malo Lumber Co. sells an average of $7,000 retail hardware, 


tools and other store goods monthly. 








Small Service Counter Saves Space 


Drake Lumber Company at Lock- 
port, Illinois, uses this small serv- 
ice or order counter as a space saver 
and also to let product displays 
dominate the scene. Notice how 
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customer can’t help looking at prod- 
uct displays while he waits for or- 
der to be written up. It is also 
much easier to keep a small counter 
clean. 





Packaged Nails Save Time 


Osterhage Lumber Company, in 
Vincennes, Ind., finds that pre- 
packaged nails save clerk’s time, 
make it possible to wait on more 
customers, and also make cus- 
tomers happy by reducing waiting 
time while orders are filled. 

Store help does packaging during 
lulls in business. Experience shows 
the numbers and sizes of packages 
of different types of nails that 
should be kept on hand. Small 
stickers identify packages. 





Door Displays 


Here is a door display that is in 
use at Roberts Sash and Door 
Company, Chicago. 

The outside door is widest. Each 
succeeding door is the next stock 


size narrower, and is hung on 
hinges on its own jamb. In this way 
the display can be closed into the 
wall so that only the outside door 
shows. At the same time, each door 
swings open with perfect ease to 
show to customers. 
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Solve Your 


HARD BOARD 
PROBLEM 


Wow! 


with 
FINNISH 
LION BOARD 





READY FOR 
IMMEDIATE 
DELIVERY! 


S .ner-quality Finnish hardboard 
is .available for delivery NOW. 


Finnish Lion Board, manufactured 
of quality fibres of spruce and pine, 
is lighter in color than domestic 
hardboard and is specially proc- 
essed to resist moisture, warping 
and curling. It's grainless... strong 
... durable .. . flexible. '/g" thick- 
ness in sizes 4' x 6' to 4° x 12’. 
Phone, wire or write us TODAY! 


Distributorships still 
available 
Phone Seattle—SEneca 1880 


Teletype—SE 550 
Cable Address—FINNDOOR 


(Also exclusive U.S. distributors of 
Kennedy Famous Finnish Flush 
Doors.) 





J. G. KENNEDY 


LUMBER CO. 


HENRY BLDG., SEATTLE 1, WASH. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—What’s new from Texas, 
PODNER? It’s tough as a mus- 
tang and a free deal goes with 
it. 

2—Name the dealer in this 
issue who makes wooden spools 
as a sideline. 


3—What advertiser says his 
product is on every woman’s 
mind at remodeling time? 
Shake a leg with the answer. 


4—What is the aim of a Wyo- 
ming dealer when he combines 
low inventories and customer 
service? 


5—What went off with a 
bang 25 years ago? And we 
don’t mean the Charleston. We 
do mean it’s one of America’s 


famous building materials. 
What? 


6—What is unit planning 
and how can it help dealers 
sell more houses in this day of 
high prices? 


7—What fits into every re- 
modeling picture? Can you 
“lite” up with the answer? 


8—A Florida dealer in this 
issue tells his formula for in- 
creasing paint sales. What 
does he do? 


9—If WHITE can’t be whiter 
than white how white can it 


be? One of our advertisers 
knows the answer. 


10—What new product in 
this issue has a new short 
height and glides? 


Answers on page 136 








NATIONALLY ADVERTISED 


Brown's SUPERCEDAR is nation- 
ally advertised in House and 
Garden, House Beautiful 
and Small Homes Guide. 
Cedar closets help sell 
homes—help rent 
apartments. 














PACKAGED 4 
SEALED 


ALL WIDTHS 
40’ TO PKG. 


Brown's sealed pack- 
age protects the aroma 
and makes it easy to stock 

and sell at a good profit. 
Ready for use—dressed, tongue 
and grooved and end matched. 
Write for builders folder and 
consumer booklet. 


Product of 


GEO. C. BROWN & CO., Inc. 











GREENSBORO, N. C. Established 1896 
Largest Manufacturers of 


Aromatic Red Cedar in the world 












PEN-GLAZE 
Elastic Glazing 


ECONOMICAL TO USE 
EASY TO APPLY 
LONG LASTING 


Type |—for Wood Sash 
Type 2—for Metal Sash 














Pen-Glaze goes on easy and 
sticks tight...speeds sash work 
and saves on compound. 


FREE A Trial Sample! Ask for it on 


your company letterhead! 


W. S. McGUFFIE & Co. 


3400 THEURER CT., CLEVELAND 9, OHIO 
1109 WAGNER ST., HOUSTON, TEXAS 
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YOUR PROFIT-MAKING FORUM 


More $$$ for you 


One of this column’s strongest convictions is that 
lumber advertising does pay off heavily if you run 
the kind of ads that appeal to your readers as indi- 
viduals and human beings. . .. Ads that are jam- 
packed with human interest, rather than dull, catalog- 
type copy that merely describes or announces a product 
or service. Moreover, your newspaper advertising 
need not be expensive to pull heavy returns. 

Let’s see how much dramatic impact and human 
interest we can pack into small, low-cost advertising 
space—say no more than 2 columns by six inches. 
Supposing we make it an ad on safe-proofing the 
house, because minor safe-proofing jobs and your 
offer of a “free safety check” can get you inside many 
a home, lead to larger-profit modernization jobs. 

For the illustration, let’s show Pop crashing through 
a rickety bannister on the cellar stairs. And since 
continuous surveys of newspaper readership have 
shown that human interest advertising consistently 
outstrips all other types in reader-appeal and atten- 
tion, let’s make our picture of that type. And now 
for a headline with strong human interest and emo- 
tional impact to back up our illustration, plus a new 
twist that will really get people to act. 

A $5 Home Improvement Can Save $1800 
Worth of Medical Bills! 

A free Safety Check of your house by our experts 
may save you hundreds or even thousands of dollars 
for doctors and hospital bills—long months of con- 
valescence— and permanent injury. Why take 
chances with your wife—your children—yourself? 
Phone 444 today and ask our Mr. Pomeroy to make 
an appointment to check the danger spots in your 
home. Most home hazards can be fixed easily and 
inexpensively, but it takes an expert eye to detect 
all of them. 

Note how carefully this copy talks to people in real 
life—real flesh and blood people with very human emo- 
tions and family anxieties. And notice how personal 
and concrete every sentence of the copy is. How 
much more compelling than the ad which says, “Why 
not safe-proof your house today—we have all the nec- 
essary materials. Free check-up on request.” Note, 
too, how the human interest treatment of the illus- 
tration and the handling of the copy get across a 
grim reality without repelling the reader. — 


. . . new profit angle 


Who make the best salesmen? The wives who go 
to work on their husbands . . . provided you teach the 


gals HOW to do a selling job! Why not make the 


most of these non-commissioned, auxiliary salesmen? 

For one thing, the desire for most home improve- 
ments originates with women. Husbands always see 
the need for obvious repairs like reroofing. But it’s 
the girls who suddenly decide it would be delightful 
to have a patio for outdoor living and smart enter- 
taining, or mauve would do so much for the living 
room walls. In other words, it’s the girls who get 
the strongest creative urge and the girls who can do 
the best creative selling job for you. 

For another thing, wives are “on the reservation” 
a lot more than their husbands, have a much better 
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idea of what should be done—are much more con- 
scious of the need for improvements like a new 
kitchen, rather than mere repairs. Actually, women 
are even more anxious to sell their mates than you 
are! Because it’s their home, their pride and their 
joy—or their problem. 

Here are two more reasons why it pays to teach 
wives how to do a better selling job on their hus- 
bands ... first, they have more chances to work on 
the prospect than you do... second, they have a lot 
more influence on him than anyone else. 


. . . easy and practical 

Here’s the easiest way to help the women of your 
community do an intelligent, creative selling job on 
their spouses. From time to time, run some news- 
paper ads along the lines of the one below. 

Want Your Husband to Take 
More Interest in Your Home? 

One reason so many husbands turn a deaf ear to 
redecorating, remodeling and repairs is that many 
wives use the wrong approach. Instead of just 
saying, “I wish we could redecorate the living room,” 
or “Can’t we do something about this awful 
kitchen?” don’t say a word to your husband. 

Always find out how little the monthly payments 
are and get a free estimate from Pomeroy’s first — 
then show your husband how easily the job can be 
done. All husbands are used to doing business this 
way on their daily jobs—are much more receptive 
when you are practical and thoughtful enough to 
present them with full, accurate information first. 

Friendly Service — Stop in Today. 

Many wives would dearly love to persuade their 
husbands to take more of an interest in improving 
their homes, but don’t know how to go about it, need 
your help. Remember, too, that the worst enemy a 
salesman can have is “a nagging wife”— nothing kills 
a sale faster. Or deader., 

The big thing to note about the ad above is that 
it does not take unfair advantage of men. Instead it 
suggests meeting them on their own ground in a 
practical, intelligent way—giving them something to 
go on and leaving them free to decide and investigate 
further. 


. . « more creating selling 

The more fearful people are of making major in- 
vestments such as modernization, the more essential 
it is to do a creative selling job. One that stimulates 
their imaginations, appeals to their deepest instincts, 
sells them in spite of their fear of spending. The 
‘more your advertising reaches out and appeals to your 
customers as individuals and human beings, the more 
it can help you create sales. Here is another example 
of the kind of advertising that really does this. It 
has tremendous appeal for younger married couples 
and women especially. 


What Do You Want Most 
For Your Home? 


If there’s anything that makes a home a “home,” 
it’s individuality, color, character . .. things you 
have had fun collecting and planning for .. . little 
touches you have made that are dear to your family. 

Whatever you long for most —a garden terrace, 
lovely new living room walls, an enchanting built-in 
cupboard for your prize china — we can help you 
add those cherished personal touches to your home 
for as little as $—— a month. We can save you 
money, too, by helping you avoid the costly errors 
so many people make in planning home improve- 
ments. 
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MERCHANDISING CLINIC 


The Declining Influence 
of Businessmen 


Here is an observation that should 
cause every businessman to stop, 
look and listen. It was made in 
Washington recently by John S. Cole- 
man, president, Burroughs Adding 
Machine Company, who said: 

“Our society—and I speak of Gov- 
ernment, business, labor, and every 
segment of that society—will perish 
unless we recapture a capacity for 
disinterested action. We must face 
the fact that the influence of busi- 
nessmen in the community has been 
slowly declining. As one piece of 
legislation has followed another, lim- 
iting the discretion of management, 
we have retreated to our associations 
and committees. And from them—at 
least it seems to the onlooker—we 
have looked out to fire broadsides at 
each progressive project that the 
others may put forward. Inevitably, 
we have created the impression that 
we are obstructive and negative.” 


. . . If we are to continue to 
enjoy our freedoms we must 
work as hard to preserve them 
as our forebearers did to obtain 
them. 


No Escape from Social 
Responsibility 


Coleman went on to say that the 
citizen who will not dirty his hands 
with politics soon gets a brand of 
politics which is plenty dirty. Cor- 
porations ignore at their peril the 
world beyond their board rooms. For 
the problems of the world will not 
pass the corporation by. Mr. Cole- 
man ended his talk by saying, “We 
must make our proper contributions 
to the problems of the community and 
the State. We must get back into the 
stream of history.” 


. - « The businessman who 
merely wants to “mind his own 
business” will soon find more 
and more politicians minding it 
for him. 


Tell-Tale Evidences of 
Efficiency 


A trading community is nothing 
more or less than the sum total of 
the businessmen in the area. You can 
determine the kind of town you are 
about to enter even before you reach 
the corporate limits. You get the 
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“feel” miles before you get there. 

And, of course, the same thing is 
true of places of business .. . lum- 
ber yards, especially. We once knew 
a highly successful lineyard operator 
who claimed he could tell the calibre 
of the manager of any yard simply 
by driving around the establishment 
once ... and at a normal rate of 
speed. 

There are many tell-tale evidences 
that bespeak the efficiency of the man 
behind the helm. 


. . . Easy sailing has knocked 
the “ell” out of “selling” in 
many an industry. 


Sell the Use of the Product 


If you are laboring under the im- 
pression that door-to-door selling is 
on the wane, you may be surprised to 
know that it is going stronger than 
ever. Four large sellers’ sales have 
increased from $45 million to $102 in 
the past decade, according to the 
Wall Street Journal. Example: Salad- 
master Sales Inc., Dallas, Tex., went 
into business four years ago with 
three salesmen, capital of $9000 and 
its hand-operated gadget for peeling, 
slicing and chopping fruits and vege- 
tables. Last year its house-to-house 
sales volume exceeded $5 million. 
Reason: Taking the product to the 
user, backing it up with a tested sales 
talk plus a convincing demonstration 
of the gadget IN USE in the pros- 
pect’s kitchen. 


. . . It will be a lot more fun 
doing business when efficient 
selling comes back in style. 


"Madam X"' 


A few days ago a home builder 
convinced himself (but not THE 
CLINIC) that it would be too much 
of a risk for him to continue building 
homes, even at a much more modest 
rate than in 1950. 

“People simply haven’t the money 
to make the down payment required 
under Regulation X,” he insisted. 

The following Sunday we visited a 
50-60 house project where 20 of the 
homes had been completed. Twelve 
had been sold the first day shown. 
Most of the buyers were “not inter- 
ested in Madam X or any other kind 
of an X,” according to the man in 
charge of the opening. Then he 
added: 

“We don’t try to sell houses on 


the ‘nothing-down’ basis. On the other 
hand we look for prospects who are 
able to make a substantial payment. 
You’d be surprised how many there 
are and how they respond to the 
idea that the more you pay down the 
less your house costs in the end.” 


Why Businessmen Fail 


We’ve just been looking over (in 
Dun’s Review) the underlying rea- 
sons for 4112 business failures dur- 
ing the year ending March 31, 1951. 
Here are the percentages as evi- 
denced by inability to avoid condi- 
tions which resulted in— 


Percent 
Inadequate Sales .......... 47.2 
Heavy Operating Expenses... 9.4 
Receivable Difficulties ...... 9.5 
Inventory Difficulties ...... 10.6 
Excessive Fixed Assets ....11.5 
Peor LOGAGOR  ..n .sccscccs 4.3 
Competitive Weakness ..... 13.1 
SME nibs cle cnee Nes aleeates 5.7 


... It’s not the size of the dog 
in the fight that counts, it’s the 
size of the fight in the dog. 


What Makes the 
Difference? 


When you get right down to brass 
tacks, it’s the grit of the individual 
that counts as much or more than 
any other single factor in business. 

Naturally he must be well posted 
in the business he is in. And he 
must have the necessary capital, loca- 
tion and all.similar ingredients if he 
is going to succeed. But the thing 
that puts him out front is courage 

. the willingness to take off his 
coat, roll up his sleeves and create 
sales. If he doesn’t have these latter 
attributes, he won’t have much of a 
chance. This may sound like an over- 
statement until you take time out to 
analyze the difference between lum- 
ber dealers of your acquaintance. 
Usually you'll find they are pretty 
much on a par as far as the rudi- 
ments of the game are concerned. 
The difference is the “size of the 
fight in the dog.” 

A day or so ago we visited two 
lumber dealers in the same town. 
Both were amply financed. Both sold 
the same materials in excellent 
plants. One yard did twice as much 
volume as the other. Why? The 
answer is found in a single indi- 
vidual—The Manager. 
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TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possibile 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $49.50 new vor 


(Price subject to change without notice) 


Order direct from 


L. R. BRADLEY & COMPANY 


Dept. A-751 


25 West 45th St. — NEW YORK 19, N.Y. 














The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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Beautifu 
END TRIMMED 


END STAMPED 
LUMBER PRODUCTS 


Nothing is overlooked in the manu- 
facture of Rosboro Douglas Fir and 
West Coast Hemlock lumber prod- 
ucts which will add to their quality. 
Careful kiln drying. Accurately run 
to pattern. Double end trimmed. Re- 
liably graded. The name Rosboro on 
every piece is your assurance of 
satisfaction. 


ROSBORO 


Lumber Company 


Springfield, Oregon 






















says a typical 
glass block dealer 


“WHEN customers come to us with re- 
placement problems for rotted, or broken 
basement windows, we always suggest 
replacement with Insulux Glass Block.” 


Make the comparison! Figure it out 
for yourself! Compare the cost of sash, 
screen, storm window and maintenance 
against that of a lifetime panel of main- 
tenance-free Insulux Glass Block. 


A panel of Insulux Glass Block can’t 
rust nor rot; never needs painting. Glass 
block is extremely hard to break .. . 
makes a sound, weathertight, insulating 
panel. And glass block lets in all the 
light yet blocks out sight. 


Supplies of glass block and all of the 
accessories needed are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ordinary mason’s tools. 

Want more information about this 
use of Insulux Glass Block? Just write: 
Daylight Engineering Laboratory, Dept. 
AL8, Box 1035, Toledo 1, Ohio. Insu- 
lux Division, American Structural 
Products Company, Subsidiary of 
Owens-Illinois Glass Company. 


INSULUX 


"WALLS OF 
DAYLIGHT" 


—by the pioneers of 
Daylight Engineering 


-WHAT’S NEW 










112 











Products... . Sales Aids .... Literature 


SEND FOR THESE: 


Functional cooking equipment in 
kitchen design is the theme of a 
4-page specification brochure prepared 
by the Chambers Corporation in co- 
operation with the American . Insti- 
tute of Architects to aid architects, 
contractors, designers and home build- 
ers in planning new kitchens using 
sectionalized built-in gas cooking 
units. The brochure illustrates spe- 
cific instructions on correct mounting 
of the units, discusses molding trim, 
bracing and technical data vital to 
building people. Sketches of four 
suggested kitchens adaptable to use 
in small apartments, average and 
larger homes and constructed around 
use of the built-in units are shown. 
The company states that its built-in 
oven and 3- and 4-burner cooking 
tops are first of their kind to meet 
exacting safety requirements of the 
AGA testing laboratory for operation 
on city or liquefied petroleum gas. 
For booklet AIA No. 35-C-11 write 
— Corp., ALT 81, Shelbyville, 
nd. 


T & R’s high grade paint thinner 
is back again, available in one gallon, 
quart, pint and half pint containers. 
Tandrotine is ideal as a thinner with 
paints, enamels or varnishes. Slow 
drying, it has a high flash point. Its 
odor is pleasing . . . non-irritating. 
When used as a thinner with paints, 
enamels and varnishes, Tandrotine 
gives an even flow, goes on easily and 
smoothly leaving no brush marks. It 
is said to have a long wet edge and 
does not make any lap marks. It is 
formulated for controlled evaporation, 
high penetration. The product is also 
excellent for cleaning brushes, remov- 
ing paint and grease, dissolving wax 
and numerous other household uses. 
(Mixed with wax or linseed oil, Tan- 
drotine will put a high finish on fur- 
niture, woodwork and floors.) For 
copy of folder write Turpentine & 
Rosin Factors, Inc., Dept. AL, Savan- 
nah, Ga. 


The Protex “Blue Book of Weather- 
strips and Thresholds,” including sales 
and application data, also has many 
detail drawings of weatherstrip and 
sash balance installations. Weather- 
strip designs are shown for use on 
double-hung windows, steel and wood 
casements, austral windows, pivot 
windows, hollow, et al., double-hung 
windows, steel-industrial windows and 
doors. The book is a complete source 
of information on thresholds, auto- 
matic door bottoms, weatherstrip ac- 
cessories, installation tools, caulking 
and pointing compounds. Also in- 
cluded are descriptions of demonstra- 
tion models available for dealers and 
other salesmen. For copy of this 
book write Protex Weatherstripping 
Manufacturing Co., Dept. AL, 4508 
S. Western Ave., Chicago 9, IIl. 




















New Short Height 


Andersen Corporation this month 
announced addition of a new short 
height to its Gliding Window 
Units. New sizes are intended for 
use as ribbon-type windows or 
transom units. The new Glider size 
has a sash height just short of 2 
feet for a modular opening 2’ 4” 
high. It comes in three modular 
widths, 3’ 8”, 4’8”and 5/8”. For 
specification data concerning new 
Gliding Unit sizes write Andersen 
Corporation, Dept. AL, Bayport, 
Minn. 





New Gauge for Knives 


A practical gauge for permitting 
quick, accurate measurement and 
adjustment of planer, jointer, 
shaper, and router knives is an- 
nounced by PTI, Inc. Setting the 
knives of power tools has always 
been a tedius operation consuming 
many hours, and hard to carry out 
accurately without proper check- 
ing gauges. Readings on the two- 
faced dial are in .001”. This gauge 
is precision built throughout and 
unconditionally guaranteed. Anoth- 
er unusual feature is that the dial 
gauge can be unmounted from the 
arm and used separately for check- 
ing the set of circular saw teeth. 
Write PTI, Inc., Dept. AL, 401 
Broadway, New York 13, N.Y. 


American Woods 


American Woods, a new infor- 
mation and reference manual by 
Shelley E. Schoonover, is an un- 
usual book in which emphasis is 
placed on the beauty, workability 
and utility of woods of the United 
States for the use of craftsman, 
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"NATIONAL HARDWOOD LUMBER ASSOCIATION 
““W HAH GOES ON?’ 


@ How much hardwoods will the govern- 
ment need for defense? 


@ Uncertainties are growing in size and 
number. 





@ Will it be inflation or deflation? @ What is happening to the furniture 


trade? 





@ How is the hardwood market going to 


2 
react? @ What about building volume for the 


@ What about government controls? future? 


534th Annual Convention 


Sherman Hotel, Chicago, September 25-27, 1951 


These and many other questions uppermost 
in the minds of the hardwood “ths a trade 
will be discussed. 


Your customers will be there. Trading will 
be going on. : 


Ideas will be exchanged. Old friendships 


You may not find all the answers but you will he sonnel 


will gather information to help you form 


judgments. New friends will be made. 


No lumberman interested in producing, distribution and consumption of hardwoods can 
afford to miss this vitally important Convention. Come as a member, but if you are not 
a member, you will wish to be, so that gap can easily be filled. But member or not, come 
and enjoy the NHLA hospitality and fellowship. Hear the splendid speakers. See this 
great hardwood industry in action. 


Lee Robinson, President 59 East Van Buren Street, Chicago 5, Illinois John W. McClure, Exec. Officer 








NATIONAL HARDWOOD LUMBER ASSOCIATION 









Youre dollars ahead 
Witt fore Day Pacnacen rin 


... because casings, stops, stools 
and aprons come out even 








Before you end up with a lot of 
stops and no casings to match, 
find out how much grief (and 
cold, hard cash) John Day Pack- 
aged door and window trim can 
save you. 

Every package is complete. 


You sell a wrapped, ready-to- 
deliver package instead of pieces. 

















Ponderosa Pine producers 
and manufacturers 
since 1889 


BuILDING Propucts MERCHANDISER 


There’s no hunting for parts or 
cutting to length. 


That saves lost motion onevery 
sale. And while it saves your 
yard time and money, it also is a 
real selling point for builders 
when one of these easy-to-handle 
John Day packages is dropped at 
each door and window opening. 


Stays clean e No waste ¢ Smooth, even grain e Kiln dried e Cuts decorating cost 
Superior Grade “A” Ponderosa Pine 


Write for the name of your John Day distributor today! 


nese 
LUMBER 
COMPANY 


BAKER + OREGON 











designer, and artist. It offers in 
one volume information as to the 
general characteristics of the tree, 
the locality in which it may be 
found, the use to which its wood is 
now being put, and particularly the 
properties of the wood as to color, 
figure, grain and workability. The 
book is richly illustrated with 24 
full-color and 48 black and white 
plates of the wood specimens and 
20 full-page plates of representa- 
tive trees. It is priced at $7.50 per 
copy. The book is 7x10 inches— 
cloth bound and stamped in gold. 
Available from Vance Publishing 
‘<1 139 N. Clark St., Chicago 
2, Iii. 


Skid-Grip Flooring Compound 


An easily brushable thick tough 
reinforced rubber-base coating is 
available for application to metal, 
wood or concrete. The manufac- 
turer especially recommends it for 
application to stair treads, ramps, 
garage aprons, platforms, marine 
decks and floor surfaces in general. 
The product is said to eliminate 
danger from slipping even under 
wet conditions. It is supplied in 
tile red, light gray, battleship gray. 
Write The Wilbur & Williams 
Company, Dept. AL, Brighton 35, 
Mass. 





Sealed against moisture, 
undercoated and 
enamel-finished 


Properly nailed, 
screwed and 
glue blocked 


Doors 










MODERN I-XL KITCHENS 
Easy To Finance Under FHA 


are finest 
lumber core plywood 





Readily Meets FHA Requirements 
for New Homes, for Modernizing 


Every home owner who is eligible for FHA financing can quickly enjoy the 
beauty and convenience of a modern, streamlined I-XL Kitchen. 
style flush end single or double bowl sink bases and cabinets are being 
financed under FHA from coast to coast. 


Everything Fine Cabinets Should Have 


Popular custom-built Formica or linoleum tops. Kiln Dried Hardwood, sealed 
against moisture. Natural finish Birch or baked on white enamel. 


130 patterns to select from. Complete range of sizes from 12” to 84” wide to 
fit any space or layout. 
and glue blocked for lifetime service. 


I-XL GIVES YOU HIGH QUALITY 
AT A FAIR PRICE 


Custom built 
Formica or 
linoleum tops 


Center drawer 
bearers for 
easy opening 


STITT | 
wire 
shelf 


I-XL new 


Properly nailed, screwed 





THE I-XL FURNITURE CO., INC. 


Dept. 
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Goshen, Indiana 


.for industrial 





3 New Aluminum Paints 


A new line of quality aluminum 
paints has recently been announced 
under the brand name of Perma- 
Krome. Produced in accordance 
with the Aluminum Company of 
America’s rigid specifications and 
bearing the famous Alcoa trade 
mark on the label, this line includes 
3 types: Aluminum Metal and Ma- 
sonry Paint (for metal and other 
hard surfaces), Aluminum House 
Paint (for weather-exposed wood) 
and Aluminum Enamel (for interior 
decoration and heated surfaces). 
All 3 types are made with “polished 
pigments” for that plated effect. 
For copy. of descriptive consumer 
folder write The T. H. Greenwood 
Co., Dept. AL, North Hills, Pa. 








Vaporseal Insulation 

New Reflective Kimsul insulation 
is a flexible, stitched cellulose fiber 
blanket insulation combined with a 
highly reflective aluminum foil va- 
porseal cover. It is manufactured 
in Double and Medium thickness, 
designed for application to 16”, 
20”, and 24” center-to-center frame 
spacing; available also in 48” width 
application. Com- 
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with D-P Mill-Glaze 
Fast! Efficient! Economical! 


D-P Miil-Glaze answers every requirement for fast and 
efficient glazing. Applies smoothly, quickly, easily . . . on 
either primed or unprimed surfaces! “Sets up” quickly but 
remains pliable so the shocks and vibrations of rough yard 
handling will not disturb its tight, adhesive grip. D-P Mill- 
Glaze holds excellently to both wood and glass. Extensive 
laboratory tests have proved over and over that Mill-Glaze 
will not check, or crack . . . even when subjected to all ex- 
tremes of weather for abnormal periods of time! 

Speed your production and delivery of sash and doors 
with fast, efficient D-P Mill-Glaze. Order today! 


Another Outstanding D-P Product: 


D-P PRIMELESS PUTTY... an easy-to-work, quick setting putty, made 
especially for excellent service on unprimed surfaces! 


e The D-P trademark is your full assurance of proven 
superior quality . . . achieved through 84 years of 
consistent laboratory research and control. 

* Complete Descriptions and Specifications of D-P Products 


Appear in the 1951 Sweet’s Architectural File, Section 7C. 
D 


THE DICKS “=” PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va. Decatur, Ga. 
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Bn fe ay 


FROM AN OLD PHOTOGRAPH 


flooring contractor 
were already installing 
Moultile-the pioneer 





(...the new Moultile is better than ever!) 


1) om | 


Joliet,. Illinois 





asphalt file flooring : 
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TEXARKANA USA. 


ee 





-* GAK FLOORING 
SALES OFFICE 





<a 


SOUTHERN PINE LUMBER 











‘ 


SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 





MILLS 











pressed Kimsul is packaged 100 sq. 
ft. and 200 sq. ft. to a roll, includes 
necessary fiber.strips for fastening 
ends of the blanket. Trademarks 
on the cover are spaced 24” and 
edge fastening targets 6” apart to 
ease measuring and uniform at- 
tachment. Properly installed Kim- 
sul insulates against conducted, 
convected and radiant heat losses, 
also provides a positive vapor bar- 
rier against possible condensation 
in wall and ceiling areas. Write 
Kimberly-Clark Corporation, Build- 
ing Products Div., Dept. AL, 
Neenah, Wis. 


Asbestos-Plastic Shingles 


Fire-Chex shingles are now coat- 
ed with a new, patented asbestos- 
plastic compound which renders 
them virtually fire-proof, according 
to Philip Carey spokesmen. When 
exposed to flames, the coating does 
not melt and flow, but “puffs” to 
form a skeletal mat, which insu- 
lates the roof deck from the heat 
and flames. This combination of 
materials and performance has 
enabled Carey Fire-Chex asbestos- 
plastic shingles to qualify for Un- 
derwriters’ Laboratories, Inc. high- 
est fire-protective rating—Class A, 
without underlayment. Fire-Chex 
are the only roofing material of 
any kind so rated, the manufactur- 
er reports. Fire-Chex have been 
specially made for application in 
shadow-blend roof designs, copy- 
righted as “works of art.” The de- 
signs are available in all popular 
colors. Write The Philip Carey Mfg. 
Company, Dept. AL, Lockland, Cin- 
cinnati 15, Ohio. 





Battery Charger for Trucks 


A new industrial battery charger 
for units up to 55 ampere-hour 
capacity is operated on the selenium 
rectifier principle. The new charg- 
er is designed to give simplified 
maintenance free operation, prolong 
battery life, and save power. The 
new Yale charger is said to reduce 
the human element to a minimum. 








There are only three simple steps 
to perform. Plug it in—set clocks 
—and throw a switch. There are no 
moving parts to maintain. An extra 
large plate area obviates the need 
for a fan and there are no com- 
mutators or brushes to be lubri- 
cated or create friction. The new 
charger with its dual clock control 
affords indentical protection to 
both new and old batteries, whether 
fully or partially charged either in 
a cold or warm area. Available for 
either lead-acid or nickel-alkaline 
batteries. Write Philadelphia Di- 
vision, Yale & Towne Manufactur- 
ing Company, Dept. AL, Phila- 
delphia 15, Pa. 





Low-Cost Steelcrete Buildings 


The Pioneer Company announces 
that its new, low-cost Steelcrete 
buildings are now available for 


national distribution. These are 
all-purpose buildings adapted for 
use as commercial, manufacturing, 
school and farm buildings. They 
are also ideal for low and medium- 
cost housing, particularly the popu- 
lar ranch type. Two important 
features in the construction of 
Steelcrete buildings are 1) the ease 
and speed of erection with result- 
ing labor-saving; and 2) the in- 
sulation values of the Cemesto 
walls and roof which are equivalent 
to a brick wall 18” thick. Delivery 
schedules are being maintained at 
six weeks. Write The Pioneer 
Company, Dept. AL, West Pitts- 
burgh, Lawrence County, Pa. Of- 
fices are also maintained at 1202 
Century Bldg., Pittsburgh 22, Pa. 


Caulking, Cartridges 


A choice of Dicks-Pontius metal 
or fibre cartridges is available with 
new and improved plastic spouts. 
The new D-P fibre cartridges are 
made with three-ply construction, 
and are oil and moisture proof in- 
side and outside. D-P metal car- 
tridges are made of heavy gauge 
metal with leak-proof seams, and 
fit all standard caulking guns..A 
new price list has also been an- 
nounced for D-P caulking com- 
pound. Write Dicks-Pontius Co., 
Dept. AL, Dayton, Ohio. 

(Dicks-Pontius operates plants 
in Dayton, Ohio, Alexandria, Va., 
and Decatur, Ga.) 
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GABRIEL 


Easy to Haudle aud Store - 
ESacy to Sell 


@ For more than twenty-five years Gabriel Scaffold Brackets have 
been reducing builders’ costs by providing scaffold supports where 
they are wanted without waste of time or material. 

Gabriel Scaffold Brackets are light-weight, durable, easily handled. 
They are collapsible, take up little room. They can be erected and 
removed with equal ease and rapidity. ... Made of rolled steel sections 
with brass washers separating ali parts to insure easy opening and 
closing. ... Patented automatic locking device holds brackets in either 
rigidly open or closed position. . . . Gabriel Scaffold Brackets can be 
handled and stored as a unit; there are no loose parts that might 
become lost. They can be used anywhere from the first floor line to 
the highest gable... . Available in 4’ 6” length for use on corner of 
building, and 3’ 6’ length for sidewall use. 


Write for Catalog showing Complete Line of 
Home Building Specialties 


National Sales Representatives: HARRIS, INC., 200 E. Long St., Columbus 15, Ohio 
GABRIEL STEEL COMPANY, 13700 SHERWOOD, DETROIT I[2,MICHIGAN 
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PRODUCTS 


“much easier to complete 


a“ 


the sale... 


“in comparison to other 
rental equipment , tile 
cutters need the least 

~ maintenance...” 


“increased sales volume . 
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MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER 
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ADVANTAGES 
THAT SELL 


VENTE 


steel KLM 














BOTTOM 
VENTILATION 
REMOVABLE 
SASH 


. © Adjustable Ventilation 
Effortless operation gives any 


of three openings, or remov- 
able sash. 


® Weathertight Construction 
Double contact with leak- 
proof watershed sill stops 
wind and rain. 


@ Maximum Strength and Rigidity 
Sturdy 14 gauge frame, elec- 
trically welded throughout. 
Fins welded to jambs for easy 
installation in block or poured 
concrete walls. 


Also casement, utility and barn win- 
dows, Vento steel lintels for cost- 
saving block construction. Write for 
full information. 


VENT) steel Products 


249 COLORADO AVE. * BUFFALO 15, N.Y. 
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Custer and Window Display 


A dramatic new counter and 
window display for merchandising 
Lectro-Saws has been announced 
by The Black & Decker Mfg. Co. 
It is being offered free of charge 
to those dealers carrying the 
Lectro-Saw line. Brilliantly colored 
in orange, yellow and black, this 
Lectro-Saw display is extremely 
visible. Made of cardboard and 
sturdily constructed, the display 
has a shelf on which 6” or 8” 
Heavy-Duty Lectro-Saws can safely 
rest. In addition to focusing atten- 
tion to the Saw, Lectro-Blades are 
pictured and described on the dis- 
play. Designed for counter or 
window use, the Lectro-Saw dis- 
play measures 2414” wide, 8” deep 
and 23” high which makes it par- 
ticularly adaptable to any dealer 
counter. Write The Black & Decker 
Mfg. Co., Dept. AL, Towson 4, 
Md. 





The Glide-Away Stairs 


“It’s a must for the modern com- 
pact home”... this title heads the 
consumer folder describing the 
Glide-Away Stairs. A dealer’s cata- 
log sheet is also available. Both 
give practical suggestions for 
building attic closets which can be 
made immediately usable with 
the Glide-Away Stairs. Installation 
instructions are included with 
each stair which is factory as- 
sembled, ready to install. The 








Glide-Away is furnished complete 
including stairs, hand rail with 
supports, ceiling panel and trim, 
and all necessary hardware. Screw 
holes are factory drilled to insure 
proper location of hardware. The 
Glide-Away is quickly adjusted to 
any floor-to-floor height from 8’-1” 
to 9’-7”. Ceiling panel is hinged to 
its assembly trim to simplify instal- 
lation, and is shipped without paint 
or stain. No additional jambs or 
stops are required. Railing extends 
well on to attic floor within con- 
venient reach. This is particularly 
appreciated in descending the 
stairs. For descriptive catalog 
sheet write Farley & Loetscher 
Mfg. Co., Dept. AL, Dubuque, Iowa. 


New Glazing Compound 


Cinch Glazing Compound is a 
new product offered by The Biddle 
Company of St. Louis, Mo. Cinch 
is a glazing compound with the 
same fine properties found in 
Perma-Glaze, Biddle’s glazing com- 
pound for professional glaziers. It 
is made with the same high quality 
ingredients but with a stiffer con- 
sistency. The new product is 
attractively packaged in 1-lb. and 
5-lb. lithographed cans. In each 
case is included an attention-get- 
ting counter display that holds four 
1-lb. cans. A new merchandising 
gadget is offered by including sev- 
eral glazing points in the top of 
each can, readily accessible by re- 
moving a paper top of the milk- 
bottle cap form. Cinch is consid- 
ered far superior to putty. It is 
faster, easier, cleaner to use, more 
permanent, and won’t crack or 
crumble. It can be used for re- 
placing glass in wood or metal sash, 
for nail holes, for cracks in wood, 
brick, or cement, for caulking 
around sinks, bathtubs, and other 
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rherite® 


DECORATIVE PLASTIC WALLBOARD 





EASY TO LOOK AT 


Available in 30 different colors and patterns, designed 
by top-flight decorators to blend and harmonize with 
any color scheme. Doesn’t chip, crack, or discolor. 


EASY TO CARE FOR 


Arborite is unaffected by moisture, grease, oil, mild 
acids, alcohol and alkalies . . . is cigarette-proof. 
Wipes clean with a damp cloth. 


EASY TO INSTALL 


Builder size panels 4’ x 8’ and 2’ 6” x 8’ go up fast 
.-. are easily cut for wall and counter top installa- 
tions, on the job. Expensive shop prefabrication and 
fitting are unnecessary. Time, trouble, and money 
are saved. 






_Arborite is a MELAMINE-sur- 
faced plastic laminate, fits all 
standard Ye-inch mouldings. 
lt is ideal for kitchen counters, 
for walls and ceilings in bath- 
rooms and kitchens . . . for new 
or old construction. 


’ 








J. A. DAVIES & COMPANY 


314 Straight Avenue, S.W., Grand Rapids 3, Michigan 
Sales Representative of " 
THE ARBORITE COMPANY LIMITED, MONTREAL, CANADA 


BuILDING Propucts MERCHANDISER 
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I get a lot of satisfaction (and most 
of my business) from that fact. . . 
my Customers trust me. 


“I can’t any more afford to offer poor quality merchan- 
dise than I can afford to-sell below cost . .. I'd go broke 
if I tried it. 


“I used to think a paint brush was just something you 
used to slap on paint ... that one brush was just about 
like any other one. But an old painter set me back on 
my heels. He showed me things about a paint brush 
that made me blink. 


“Today I’m still no expert on brushes .. . but I don’t 
have to be. I know I can recommend the right Super- 
kleen Brush for the job and know darned well the cus- 
tomer is getting a deal that will bring him (or her!) 
back for more. 


“I’m proud that my customers trust me, and I’m proud 
to handle products like Superkleen Brushes. Bristle or 
nylon, for lady dabbler or professional painter, there is 
no better merchandise in my opinion than the Super- 
kleen Brush line.” 


14,000 DEALERS 
have learned that Super- 
kleen Brushes can be sold 
without reservation. 
How about you? 












Devoe& “& 
Raynolds 
Company, 
Inc., 
Princeton, 
Indiana 
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plumbing fixtures. A free one-lb. 

can of Cinch will be sent to every 

retail dealer who sends in his firm 

name and the name of his jobber. 

Write The Biddle Company, Dept. 

a 612 S. Main St., St. Louis 2, 
0. 


"Emerel" 


Emerel, a new fast-acting floor 
cleaner and deodorizer, is the latest 
maintenance product to be de- 
veloped by Johnson’s Wax: Safe 


for all types of floors, it can be’ 


used to clean washable walls and 
woodwork, loosens dirt, grime and 
floor stains without scrubbing, yet 





contains no harsh chemicals, abra- 
sives, free alkali or harmful acids. 
Formulated as a concentrate, 





i 
i | ; 
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The brand to rely on 
for quality. 
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MANUFACTURERS OF 


RED CEDAR SIDING 
AND 
SHINGLES 


Distributed through the wholesale 
trade exclusively. 





(on z-\l (em mcer 


PORT MOODY, B. C., CANADA 
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Emerel is mixed in a ratio of 1 to 
20 and may be used with either hot 
or cold water. Spread on the floor 
and gently agitated, it loosens stub- 
born floor films and stains quickly, 
Emerel also deodorizes as it cleans, 
was especially formulated to elim- 
inate the scrubbing formerly needed 
to properly clean terrazzo, marble, 
ceramic tile, and vitreous tile 
found in corridors and lobbies. It 
may also be used to clean rubber 
and asphalt tile, linoleum and wood, 
new types of plastic flooring as 
well as other washable surfaces, 
Available in 1 and 5-gal. cans, 55- 
gal. drums. Write S. C. Johnson 
& Son, Inc., Dept. AL, Racine, Wis. 


Fork Lift Truck 


Silent Hoist & Crane Company 
reports the availability of “Silent 
Hoist” Heavy-Duty Fork Liftruk 
in three sizes of 5, 744 and 10-ton 
capacities, larger sizes to order. 
Lifting fork is of forged one-piece 
alloy steel, adjustable to size and 
shape of load. Functional units, 
hydraulic system of cylinder, pump 
and valve, counterweighting to 
give minimum wear and fuel con- 
sumption, permit free maneuvering 
in aisles as wide as the machine it- 
self, the company states. Extra- 
large transmission propelling gear 
reduction permits crawl speeds of 
accurate moving into load position, 
eliminates clutch and brake slip; 
four speeds forward and four re- 
verse from 2 to 18 miles per hour 
in Models FK5 and FK7%, 1% to 
12 miles per hour in Model FK10. 
Front-wheel drive provides full 
traction at all times, with or with- 
out a load. Caster-type rear wheel 
assembly eases steering. Pump ca- 
pacity is 36 gal/min at 1000 psi op- 
erating pressure. Main frame is 
built of 8” extra-heavy ship chan- 
nels. Operator has easy access to 
controls for fork lifting and tilting, 
also controls for traveling forward 
and reverse and chassis brakes. For 
Bulletin 77 write Silent Hoist & 
Crane Company, Dept. AL, Brook- 
lyn 20, N.Y. 
































“POWER <) UNITS 
ARE POPULAR CHOICE IN 
WOODS, MILLS and YARDS 





MISSISSIPP]—sawmitt operator reports that his Allis-Chalmers 45-hp. 
Power Unit boosted output 60% over that with former engine. 





CALIFORNIA — Owners say this A-C 25-hp. Power Unit on a molder 
and rip saw has doubled the best output obtained with their previous 
power unit. 





CENTRAL PENNSYLVANIA — Largest sawmill operator powers four 


mills with Allis-Chalmers engines and uses Allis-Chalmers tractor power 
to handle stock. 


Allis-Chalmers heavy-duty engines furnish ideal power for 
saws, edgers, planers — all types of wood-working ma- 
chines, portable or stationary. Designed for tough tractor 
service, they have high torque, hang onto overloads like 
steam power ... can ‘‘take it’’ month after month with 
minimum attention. Available in 5 sizes, 15 to 110 hp., 
with various accessories, choice of fuels. Your experienced 
Allis-Chalmers dealer will gladly make recommendations. 


ALLIS-CHALMERS 


RACTOR DIVISION © MILWAUKEE-1, U 
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Accelerated Defense 


BUILDING PROGRAM 


Opens Up Great New 





Market For 


dali 


100% Concealed Sash Balance 


Civilian, military housing 
and factories built for war 
production are fitted with 
all the latest improvements 
. + . require nothing less 
than smoothly operating 
Hidalift sash balances to 
raise and lower windows 
easily and quietly. Hidalift 
laboratory-tested strong 
coil springs and scientifi- 
cally designed spiral tracks 
provide positive lifting and 
frictionless gliding action. 


REQUIRES LESS TIME 
TO INSTALL 


Builders . prefer lifetime func- 
tioning Hidalift because they 
can be installed more rapidly 
and tensioned faster than any 
other vertical sash balance. 
Hidalift is the only balance that 
can be adjusted during and/or 
after installation. Only tool 
needed is a screw driver. Inves- 
tigate! Mail coupon below. 


TWO TYPES OF 
ATTACHING BRACKETS 


CUP TYPE 








ARMY BARRACKS 





EMERGENCY 
HOUSING 





NAVY BASE 
BUILDINGS 





DEFENSE 
PRODUCTION 
FACTORIES 


Suitable for military 
and civilian installa- 
tions of all kinds. 





TORRINGTON om mms 


HIDALIFT DIVISION 


The Turner & Seymour Mfg. Co., Torrington, Conn. 


Gentlemen: 


(1 Send complete literature and prices on Hidalift 


Please check 0 Dealer 


Name. 





O) Builder 








Zone. 


State. 
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THE CORPORATION’S OFFICES are located in the new wing and are of sound- 
proof construction throughout. Adjoining the building is a 200-car parking lot 


to be used for future expansion. 


Berns Air King Moves to New, Bigger Plant 


The increased demand for Air King 
Fans is reflected in the recent an- 
nouncement that Berns Manufactur- 
ing Corporation, Chicago, moved into 
a new and larger plant at 3050 North 
Rockwell Ave. With the completion 
of a remodeling program and the ad- 
dition of a single story wing, the new 
factory covers two and one-half acres, 
giving the company twice its previous 
production capacity. 

The completely conveyorized first 
floor of the new plant is devoted to 
fabrication of parts which are then 
automatically fed to the second floor 
where the entire area is given over 
to the various assembling operations, 


all of which are supplied by a modern 
conveyor system. The remaining third 
and fourth floors are used for ware- 
house and storage purposes. 

Along with its completely convey- 
orized operation, the new plant 
boasts the most modern spray booths, 
equipped with fully automatic, elec- 
trically charged spray guns and huge, 
eight-foot-high windows completely 
around the building to help achieve 
the finest working conditions pos- 
sible. 

The entire factory and office lay- 
out was designed and supervised by 
Samuel M. Bernstein, president and 
chief engineer of Berns. 








New Water Paint Plant 


Pictured above are The Reardon 
Company’s new St. Louis factory and 
general offices which are now under 
construction in St. Louis County. 
The five and one-half acre site has a 
frontage of 833 feet on Page Avenue 
and allows ample space for future 
expansion. Railroad facilities are 
provided by the Terminal Railroad. 
When completed, the general offices 
and factory building, totaling 87,728 
sq. ft., will house one of the most 
modern and efficient water paint 
plants in the world and will more than 
treble present St. Louis production. 
Ample parking facilities will be avail- 
able for customers and visitors. 

The factory section has been de- 
signed on a unique 2-level plan, with 
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rail and truck facilities at both levels. 
Raw materials will be received at the 
upper level, processed, and by gravity 
flow, transferred to the lower level 
where the products will be packaged. 
The finished products will be ware- 
housed and shipped from this level. 
All raw materials and finished prod- 
ucts will be stored on pallets and 
handled by fork-lift trucks. 

Facilities will include a large, mod- 
ern, fully equipped laboratory de- 
signed for efficient research, raw ma- 
terial and product control. 

David H. Moran, president of The 
Reardon Company, announces that 
the general offices will be ready for 
occupancy during the early part of 
July, and the factory is scheduled to 
be completed in October of this year. 


Skilsaw Acquires Control 
of Saw Blade Firm 


Skilsaw, Inc., Chicago, manufac. 
turers of portable power tools, has 
purchased the controlling interest in 
Loud-Wendel, Inc., Middleport, N. Y. 
Bolton Sullivan, president of Skil- 
saw, announced that Skilsaw acquired 
the stock interest of Glen F. Loud, 
one of the founders of the Middleport 
company, which makes circular wood 
saws, dado sets and industrial knives, 

In acquiring control of Loud-Wen- 
del, Skilsaw is now assured of a con- 
stant source of high quality saw 
blades, Mr. Sullivan said. He added 
that Skilsaw considered the advisa- 
bility of manufacturing its own saw 
blades. However, lack of space cou- 
pled with a shortage of trained tech- 
nicians made this move impossible. 

Physical assets of the Middleport 
company, valued at $400,000, include 
a modern plant with 10,000 square 
feet of floor space, $150,000 in the 
latest plant machinery and a large in- 
ventory. The plant employs approxi- 
mately 100 persons. 


Fox Co. in New Location 


The John P. Fox Company, manu- 
facturers of FF Glue Guns, has re- 
located its plant and office under the 
same roof at 5514 York Bldg., Los 
Angeles 42, Calif. With this change, 
additional machining units have been 
added. An illustrated folder of the 


-company’s complete line of guns, as- 


semblies and accessories is available. 


National Home Week to Be 
Observed September 9-16 


National Home Week, sponsored by 
the National Association of Home 
Builders, will be observed coast-to- 
coast September 9-16 inclusive. 

The national association will use 
the period in which to “report to the 
public” on the accomplishments of the 
home building industry and its allied 
interests. Individual home builders 
and their associations will set up 
exhibit houses and other displays for 
public inspection. There will be on- 
site demonstrations of building meth- 
ods; displays of new materials, equip- 
ment and home appliances; model 
homes, and general “open house” 
throughout the building business. 

A statement issued by W. P. “Bill” 
Atkinson, president of the National 
Association of Home Builders, said: 

“National Home Week will be a gi- 
gantic educational effort to enable 
the American public to learn more 
about home building and home own- 
ership. 

“American home builders have pro- 
duced more new houses in the last 
few years than the world has ever 
seen in a similar length of time. It: 
is important that we continue to pro- 
duce a high volume of housing to 
avoid a housing shortage and to main- 
tain high housing standards. -. 

. “At the present time certain policies 
which have resulted in a shortage of 
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100% SANITARY ~ 
100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 


The Finest Sink Rit in the World! 


HOW IT WORKS... 


ITS ADVANTAGES TO YOU .. 





NEW PROFITS 


for Lumber Dealers! 


WITH THE 


HUDEE Ideal 


SINK FRAME SYSTEM 


ane 











. HUDEE Frames can be installed on the 
job or in the shop with equal efficiency. It is installed after all 
top covering material, plastic laminates or linoleum, has been 
applied—without rabbeting, scribing or special tools. HUDEE 

- Frames are available for all types of flat rim sinks with round 
or square corners and for any type of wood. HUDEE'S easy, 
patented method of installation assures a watertight job, yet 
the sink bowl can be removed at any time without damaging 
the top covering material. It is time-saving and money-saving. 


. In addition to its.easy- 
to-install feature, HUDEE gives you a big sales advantage. 
When a customer asks, "Can you install a sink top that is 
watertight?", you can confidently GUARANTEE your installa- 
tion. You can use HUDEE features as a leader in your sales 
of sink cabinets, sink tops, and complete kitchen remodeling 
jobs. You can profit with HUDEE “ALL-WAYS", sell them— 
install them! 


DISTRIBUTORS IN ALL TRADING AREAS 


Investigate Now! For the complete story of the 
Hudee Ideal Sink Frame System write today to 


Whbii, ES24h anh@er 


MANUFACTURERS AND DISTRIBUTORS 
225 W. HUBBARD STREET ° CHICAGO 10, ILLINOIS 


IN CANADA — WALTER E. SELCK AND CO. LTD. — TORONTO 
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Lumber manufactured from Red Cedar in the 
Western Pine Region is highly regarded by 
carpenters, contractors, architects, dealers, 
and homeowners. It is completely non-resin- 
ous, highly decay-resistant, and is one of the 
finest wood insulators. 

Inland Red Cedar shows its values in poles, 
siding, sheathing and subflooring, paneling and 
interior finish. It is also used for shingles and 
shakes. It takes paint and stain treatments of 
any color, shade or tone. In glueability, it has 
no superior. You can stock and recommend 
Inland Red Cedar with confidence. 


For more information about Inland 
Red Cedar, send for free illustrated 
Facts Folder. Address 


WESTERN PINE ASSOCIATION 
Yeon Building - Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, 
WESTERN PINES | Ponderosa Pine, Sugar Pine 
THESE ARE THE Larch, Douglas Fir, White 


ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 


omc / - - Fre 

\. Bi MONTANA 4 ; 
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ae ~ WELL MANUFACTURED ‘ 


NEVADA i 
se } UTAR COLORADO 
i 


\ ff THOROUGHLY SEASONED 
ne NEW MEXICO CAREFULLY GRADED y 











123 














mortgage finance seriously threaten 
continued production. 

We are staging National Home 
Week for the fourth time in order 
once again to call to public attention 
the importance of widespread home 
building. Because people everywhere 
are interested in new homes, National 
Home Week will be sponsored in 
every city to enable citizens to under- 
stand more fully how homes are pro- 
duced; what makes good houses, and 
how home ownership can easily be 
obtained by average families.” 


New Reynolds Book Shows 
Facilities, Products, Fields 


Birth and growth of the second 
largest source of aluminum in the 
United States is outlined in a new 
book “Reynolds Aluminum and the 
Company That Makes It,” just issued 
by Reynolds Metals Company. This 
48-page, 8% x 11” book also contains 
details on Reynolds production facil- 
ities, products, fields served and other 
information designed to give a clear 
picture of the company and its opera- 
tions. 

While Reynolds is well known as 
a source of aluminum pig, sheet, 
plate, wire, rod, bar, rolled and ex- 
truded shapes, cable and foil, some 
of its products are not so familiar. 
Aluminum powders and _ pastes, 
chemical aluminas and the recent 
growth of its industrial fabricating 
services are phases of the company’s 
operations which may be new to the 
reader. 


More than 250 illustrations are 
used in the book. New and unusual 
color printing techniques are em- 
ployed. An insert contains full color 
reproductions on foil of nationally 
known consumer goods packaged in 
aluminum. This is the first time let- 
terpress printing in full color on alu- 
minum foil has been attempted for 
a job of this kind. 


Most timely is the special insert 
showing a few of the many military 
applications for aluminum, including 
the world’s largest warplane, Amer- 
ica’s new reconnaissance bomber, the 
RB-36D; 5-inch aircraft rockets; the 
powerful tank-busting bazooka; 
deadly napalm bombs; radar antenna 
towers; the Navy’s new all-aluminum 
PT boat; pontoon bridges; protective 
packaging; and many others. 

Copies of the book “Reynolds Alu- 
minum and the Company That Makes 
It” are available without charge. Ad- 
dress your request to Reynolds Metals 
Company, 2500 South Third St., 
Louisville, Ky. 


"'Tim and the Tool Chest" 


Homeowners who use woodworking 
tools are constantly running into the 
problem of keeping little hands out 
of the tool chest. Screw drivers are 
used as chisels, and chisels as screw 
drivers, saws are left out in the rain, 
and so on. “Tim and the Tool Chest” 
is a lively book for just such young- 
sters from 4 to 8, who are always 
taking over Daddy’s most prized pos- 





sessions. Author Jerrold Beim clear] 
and simply tells the children the 
correct way to use these tools. He 
also emphasizes the importance of 
proper tool care. These instructive 
messages are conveyed in story form 
aided by Tracy Sugarman’s accurate 
pictures. The book is set in large 
type for easy reading. It is not only 
an excellent gift item but undoubtedly 
will promote the sale of many of 
junior’s tools. For information write 
the publisher, William Morrow & 
Company, Inc., 425 Fourth Ave., New 
York 16, N. Y. 


Mrs. Meredith President of New 
Orleans Lumbermen's Club 


Mrs. Nina Meredith of New Orleans, 
La., has been elected president of that 
city’s Lumbermen’s Club. She is the 
Club’s first woman president and was 
the Lumbermen’s Club first woman 
member 18 years ago. Manager for 
the last four years of the lumber de- 
partment of Jahncke Service, Inc. 
(New Orleans), Mrs. Meredith served 
as vice-president of the Lumbermen’s 
Club during the 1950-1951 term. 

Other officers elected at the annual 
meeting were Saul Singer, vice-presi- 
dent; Sam Cohen, treasurer, and John 
S. Schermann, secretary. 


Elected to the board of directors 
were Richard F. Mestayer Jr., Elm 
Davis Wood, L. Joe Gueydan, U. Jo- 
seph Hecker, Joseph T. Mathes, W. 
Harvey Moynan, George L. Becker, 
Herbert J. Bremermann. 
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Solid White Ash Paneling 
Solid Red Cypress Paneling 





feet per bundle. 


pieces to each bundle. 


tion. 


QUANT 


Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 
Phone 2-3642 
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RED CEDAR 
CLOSET LINING 


Solid Philippine Mahogany Paneling 
Kiln Dried Yellow Pine Shed Stock 


All Aromatic Red Cedar Closet Lining is 
bundled and packaged, paper wrapped in 
kraft paper and securely taped. 40 board 


All paneling is bundled and packaged, 
paper wrapped and securely taped 10 


Kiln dried Yellow Pine Shed Stock is SPIB 


grademarked. We specialize in flooring, 
prices on request. Write us for full informa- 


“It’s Quality that Counts” 


Jacksonville, - Florida 
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HEAD OFFICE: VANCOUVER, B.C. 
SALES AGENT: H. R. MACMILLAN EXPORT Co., LTD, 


-¢ ¢/* DOUGLAS FIR 

“ec <$ PACIFIC COAST HEMLOCK 
w=" WESTERN RED CEDAR 
SITKA SPRUCE 

SHINGLES 


SPECIALIZING IN 
CROSS ARMS 
CEDAR AND SPRUCE 
SIDING 


e COWICHAN 
e VICTORIA 

e VANCOUVER 
e HAMMOND 





VANCOUVER, B.C., CANADA 
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1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 








INC. 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 + Teletype SK 2 
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66 Mary had a little lamb, 


its fleece was white as snow... 
Sarah Hale 
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Sell Trinity White—the whitest 
white cement. Trinity White is a true 
‘. portland cement. It meets all Federal 

and ASTM specifications. Sell Trinity White for architectural 
concrete units, terrazzo, stucco, paint, ornamental work, tile 
setting, etc. When ordering ask for it by its full name 
Trinity White — it’s widely advertised to your trade. 


Trinity Division, General Portland Cement Co., 


111 W. Monroe St., Chicago; Republic Bank Bldg., Dallas; 
816 W. 5th St., Los Angeles. 
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HOW TO MAKE YOUR POWER SAW PAY PROFITS 


WITH SAWING DONE, Johnson loads rafters on truck for 
delivery. Note job sign which goes out with load. 


charge $2.00 for set-up charges; 
$2.00 per machine hour; and 
$2.00 an hour for labor. The 
bill might add to $4.00, maybe 
$5.00. The carpenter says “To 
heck with it. I can do it myself 
cheaper.’ Maybe we'll see him 
again. Maybe we won’t. And 
it’s the same way, only more 
so, with home owners and fel- 
lows building their own 
houses.” 


(continued 


“As a matter of fact,” John- 
son explains, “if you work out 
a compact, efficient shop lay- 
out; get a piece of equipment 
like this to do the basic cutting 
jobs easily and quickly; build 
up a supply of standard cut- 
ting patterns; and put one good 
man in charge so he becomes a 
skilled operator, you find you 
can at least break even on some 
mighty reasonable charges.” 





from page 87) 





MRS. JOHNSON HELPS her husband operate yard. She 
points out good electrical work will save money in shop. 


toward a dealer’s shop does 
seem to make good sense in this 
day when service and public 
acceptance are increasingly im- 
portant. But you can’t think of 
a power saw either as a shop 
operation to make a profit, or 
as a handy gadget to have 
around in place of a hand saw. 
Think of your shop and power 
saw in terms of “service to your 
customers,” and it will return 


“It makes sense,” we admit. 


Dick Johnson’s attitude 


some handsome profits. 











NORTHERN MICHIGAN 


nature-toughened 


MAPLE FLOORING 


Up here in Michigan’s Upper Peninsula, rock 
maple grows toughest and closest grained. Here 
HORNER—the pioneer in the industry—makes it into 
superb flooring for homes, schools, offices, and 
factories. Four grades, four widths, two thicknesses 
—flooring for every purpose and every budget. 


Because of our location, we can deliver promptly. 
Send us your specifications. 


Write or wire for current stock and price list. 


HORNER FLOORING COMPANY 


215 Maple Ave. 


Hardwood Flooring 








oe if you are a building material dealer, it will be 
_ definitely to your advantage to investigate the 


Dollar Bay, Mich. 


HORNER sso 


Sold Only Through Distributors 
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THOMASON 
FLUSH DOOR 


(ALL-WOOD THROUGHOUT) — 


1 


sales possibilities of the THOMASON Flush Door 
in your territory. | __ ; a 
WRITE TODAY FOR NAME OF : 


YOUR NEAREST DISTRIBUTOR 





THOMASON 


me A Rokod meeded:s Tol: y waren, | 


FAYETTEVILLE « NORTH CAROLINA 
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Pullman Sash Balances are better 
. more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 
Every Pullman Sash Balance is guaranteed against 


imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 
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THE LUMBERMEN’S ACTUARY. By John 
W. Barry. The latest edition has 504 pages 
and shows at a glance the value of any num- 
ber of feet between 2 feet and 29,000 feet at 
any price between $6 and $150 a thousand. It 
also shows the board feet in any number of 
pieces from 1 to 2,000 pieces of any thickness, 
and for any width from 2 to 24 inches. It con- 
tains tables for figuring the cost of any num- 
ber of thousands of lath or shingles from $4 
to $15.75 a thousand, and for figuring mold- 
ings, lumber bills, car freights, car invoices, 
yard inventories, odd sizes, wages, etc. In 
addition it has a table of measurements on 
wall board in 32 and 48-inch widths, a table 
showing the number of square feet in ceil- 
ings and walls of rooms of various sizes, 
tables for estimating the quantities of various 
items of lumber, shingles, etc., required to 
cover given surfaces, a table of areas of open- 
ings, weights of lumber, etc. Tables of nails, 
kinds and quantities required for various 
work, and other tables of information are in- 
cluded. Price $10.00. 


Terms postpaid, please include 
check with order and mail to: 


AMERICAN LUMBERMAN, INC. 


139 No. Clark Street Chicago 2, Illinois 
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Samay SOREEN CLOTH 


Nationally advertised 


*Registered Trade-mark 


ysTPROOF Lumite—the ideal screen 

0 cloth for every exterior use 

our: —is distributed through 

* oTAINPR hardware, woodwork and 


building supply wholesalers. 
Order now! Write for FREE 
sample and information. 


LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N. Y. 











NATIONAL GUARD 


ALUMINUM 
THRESHOLDS 





HOMEOWNERS 


Thresholds and 
Door Bottoms 
Correct Design—Quality 
Materials — Precision 
Manufacture . . . that's 
why National Guard can 
be counted on for posi- 
tive weathertight protec- 
tion—and lasting custo- 

mer satisfaction. 
See your jobber or write 
direct for catalog showing 


complete range of weather- 
strip products. 


DOOR BOTTOMS 


No. 300-B Brass and Felt 
No. 300-Z Zinc and Felt 


NATIONAL GUARD PRODUCTS, Inc. 


540 Jackson Ave. © P.O. Box 1520 e Memphis 1, Tenn. 
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THE $1000 FIRST PRIZE in the Arts & Architecture-Tavart Company Garage 
Door Design Competition was awarded to Quentin Sternberg, San Francisco 
Architect, for this design. Horizontal members are placed to relate to horizontal 
lines of the house so that both blend into an integrated unit. 








THIS NEW CONCEPT IN GARAGE DESIGN won an Honorable Mention for 


Robert Lonson, Minneapolis designer. Tie lace work provides interesting pat- 


terns of light and shade. 
structures. 


It ties well with garden walls or other architectural 


Garage Door Design Competition Co-Sponsored by 


Magazine and Tavart Company 


The future American residential 
scene may very well take on a new 
improved look with homes having 
garage doors of individual, integrated 
design instead of the familiar uni- 
formity of blank wall areas which so 
often dominate the view. 

_ This is the opinion of the eminent 
jurors who selected and announced 
winners of the $1500 cash awards 
garage door design competition co- 
sponsored by the magazine Arts & 
Architecture and the Tavart Com- 


pany, Paramount, Calif., manufac- 
turers of overhead garage door hard- 
ware. 

_ Quentin Sternberg, 26, San Fran- 
cisco architect, won the $1000 first 
prize for his design in what is be- 
lieved to be the first competition of 
its kind ever held. 

Five honorable mention prizes of 
$100 each were awarded to: Vlad 
Balabanov and George Shinno, Los 
Angeles architects; L. Dees-Porch and 
Paul Grunberg, New York City archi- 





tects; Robert Lonson, Minneapolis de- 
signer; George Frank Ligar, Los An- 
geles architect; and John Kewell, Los 
Angeles architect. 

The jury included: John Rex, Los 
Angeles architect and president, Los 
Angeles Chapter American Institute 
of Architects; Hunt Lewis, Pasadena 
industrial designer; C. Gordon De 
Swarte Los Angeles structural engi- 
neer; and §. Glenn Varley, genera] 
manager, Tavart Company, Para- 
mount, Calif. 

“The designs submitted in this com. 
petition demonstrate that a garage 
door need not be prosaically func- 
tional and can be a decorative accent 
as well as blend more harmoniously 
with the exterior design of a small 
home,” John Entenza, editor of Arts 
& Architecture said. 

All prize-winning entrants _ sub- 
mitted materials lists and fabrication 
plans which, according to the jury, 
gave evidence that their door designs 
can be constructed by an average 
mechanic and that required materials 
are available from building supply 
dealers. 

“We were happy to join with Arts 
& Architecture as sponsor of this at- 
tempt to focus the attention of archi- 
tects and designers on the problem 
of improving garage door designs,” 
S. Glenn Varley, general manager, the 
Tavart Company said. 

Over 200 entries from all parts of 
the country were submitted in the 
competition. The Tavart Company 
plans to release a brochure containing 
winning designs, and a selected group 
of others, as well as complete specifi- 
cations for fabricating the designs, 
according to Mr. Varley. The bro- 
chure will be made available to those 
who request it, he said. 


Wallace Manufacturing 
Company Not Affected 
by Flood ~ 


There have been rumors to the ef- 
fect that the Wallace Manufacturing 
Company plant was made inoperative 
by the Kansas City flood. 

The dikes protecting the industrial 
area in which the Wallace plant is 
located held and there was no damage 
whatsoever to any of the properties. 
All plants in the area were shut down 
for a period of two working days, 
merely as a protective measure in 
the event the dikes could not hold. 
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2nd & 3rd Grade Maple Flooring. 


flooring for war plants, 


+ 
Heavy duty Contact us Today! 


buildings. 


J. W. WELLS 
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INDUSTRIAL FLOORING 


warehouses, office 
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D. M. McCuintock LUMBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 


Exclusive Mill Agents 


Shingles 
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FOR MORE 
piu 
RECOMMEND ot* he 
et aro? to ventilate sidewalls 
and prevent condensation 

and moisture blistering. 
The new™LD” series Midget 
Louvers are especially 
designed for inside venti- 
lation or on the outside 
where structural charac- 
teristics shield the face of 


the Louver from the 
elements. 


All-aluminum “Midget” 
t Louvers come in 5 conveni- 
ent sizes — 1", 2", 242", 


3” and 4”. 


ieee 





“MIDGET” LOUVER CO. 


6-8 WALL STREET * “NORWALK, CONNECTICUT 











Use PROTEX 
JAMB LI LINER 














With Your 


Favorite! 


@ Improves operation of any ap- 
plicable sash balance 


: 7 Sash Balance 
@ Provides utmost in weather- 


stripping, shutting out wind, 
rain, dirt, dust, noise 





: Unique 

: Invizible 
Pullman 
Caldwell 
Star 
Hidalift 
Acme 


@ Simple installation. Reasonably : 
Hollywood 


priced. 


Write for sample — and a copy of the . Duplex 
Protex Weatherstrip Blue Book and others 





PROTEX WEATHERSTRIP MANUFACTURING CO. 


Chicago, Ill. 


4508 S. Western Ave. 











Best of SERVICE 


in West Coast 
Woods 








Rogue Lumber "Sales Co. 


P. O. BOX 707, MEDFORD, OREGON 
Phone: Central Point, Oregon 1091 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
Jackson Creek Lumber Company, Inc. 


Reputable Sales Representatives Throughout the Nation 


H. G. Dowson A. W. Lingaas 




















Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 


OAK 
« 


BEECH 
* 


PECAN 


=a Also kiln dried 

. hardwoods. Mod- 

ern kiln —_ and 

planing mill facili- 
ties. 





Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 
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17 College Graduates Begin 
Armstrong Training Program 


Seventeen recent college graduates 
have been selected for the 1951 Build- 
ing Materials Division Sales Training 
Program of the Armstrong Cork 
Company, Lancaster, Pa. Represent- 
ing 11 states and 15 colleges, they re- 
cently were inducted into the company 
along with 17 other sales trainees and 
54 other new employes in an Intro- 
ductory Week Program designed to 
acquaint them with the history and 
policies of the business. 

The training program, which will 
last almost eight months, will involve 
plant tours to study manufacturing 
processes, lectures, and practice-sell- 
ing sessions. Those participating in 
the Building Materials Division Pro- 
gram are: 

David L. Baker, Denison University; 
Paul A. Bray, Jr., Rensselaer Polytech- 
nic Institute; James D. Brock, Purdue 
University; Charles J- Bryan, Univer- 
sity of North Carolina;, John A. Butler, 
Jr.. Indiana University; Jess B. 
Cheatham, Jr., University of the South; 
Lawrence P. Chubet, Syracuse Univer- 
sity; Fred C. Gruver, Jr., University of 
Pittsburgh; Clyde W. Gundlach, lowa 
State College; Robert W. Houseworth, 
Pennsylvania State College; Laurence 
B. Humes, University of North Caro- 
lina; Gordon J. H. Kahrs, Lehigh Uni- 
versity; William A. McCulloch, III, Le- 
high University; Philip J. Meeks, 
Rensselaer Polytechnic Institute; Wil- 
liam H. Utberg, Allegheny College; 
Donald W. Walter, Albright College; 
Andrew J. Armstrong, Northwestern. 


New Kilns Installed at Izee 


The Ellingson Lumber Company, 
manufacturers and wholesalers in 
Klamath Falls, Ore., recently installed 


dry kilns, boilers and turbine at its 
Izee, Ore. operation to handle 60,000’ 
of pine daily. Sales are processed by 
the Klamath Falls, Ore. main office. 


New Officers of Holt 
Hardwood Company 


The following officers were elected 
July 17 at a Directors’ Meeting of the 
Holt Hardwood Company, manufac- 
a of Holt flooring in Oconto, 

is. 

D. S. DeWitt, president; C. F. De- 
Witt, vice-president-sales manager; 
O. A. Eckberg, asst. sales manager; 
G. L. Hadlock, treasurer; H. E. She- 
peck, asst. treasurer; D. R. Holt, sec- 
retary; W. A. Holt, chairman of 
board. 

This change in officers was brought 
about by the death of W. L. DeWitt 
in May, who was formerly president 
of the Holt Hardwood Company. The 
new officers of the firm have been em- 
ployes for a good many years. Their 
election will not affect the policy or 
operation of the business. 


Texas Lumberman Heads 
Bank in Fort Worth 


J. Lee Johnson Jr., president and 
chairman of the board of the Cicero 
Smith Lumber Company, Fort Worth, 
Tex., was elected president of the 
city’s First National Bank, effective 
September 1. Marshall A. Fuller, who 
has been president since May 1939, 
will become chairman of the board. 

Mr. Johnson has been associated 
with the bank for many years as a 





director and member of the loan ang 
discount committee. He will continue, 
as president of the lumber firm of 
which he has been the head since 19384, 

His son, J. Lee Johnson III, who 
has been associated with a law firm, 
recently became executive vice-presj- 
dent and general manager of the 
Cicero Smith Lumber Company which 
operates 27 line yards in Texas and 
Oklahoma from its Fort Worth head- 
quarters. The organization was 
founded by J. L. Johnson Sr. in 1903. 

Lee Johnson Jr., who has been 
active for the past 10 years ih a wide 
variety of public and civic affairs, is 
a past president of the Texas Lum- 
bermen’s Association. 


Badger Lumber Announces 
Changes in Official Family 


Recent announcement has_ been 
made of changes in the official family 
of the 77-year old Badger Lumber Co., 
Inc., Kansas City, Mo. P. M. Beach 
was advanced from president and 
general manager to chairman of the 
board; his successor as president and 
general manager, A. T. Seaver, who 
joined the company in 1946 from the 
United Aircraft Corporation; Herman 
M. Langworthy, prominent Kansas 
City lawyer, vice-president; J. M. 
Welch, treasurer and sales manager, 
a veteran with Badger since 1919; 
J. D. Hancock, secretary, and office 
manager; R. G. Shope, assistant sec- 
retary and purchasing agent. The di- 
rectors include William Hendrickson, 
Jr., P. D. Rust, Jr., Beach, Seaver, and 
Langworthy. The headquarters of 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


{or reqular lengths in bundles) 


Something new in 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 


7 WHY WASTE B MOVING RR CARS 








Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- 3 
ing supplies! Nogroan- & 
ing, no sweating, no 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 
costs so little! You'll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 


BY YESTERDAY’S METHODS ! 








SILENT HOIST & CRANE CO., 860 63rd ST., BROOKLYN 20, N.Y. 
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PONDEROSA PINE 


mares’ —_ High Altitude, Soft Textured Growth 


eeenire’. 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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it pays to sell Nationally Advertised 





= — SISAL-REINFORCED 
PROTECTIVE PAPERS 










EVERY MONTH of the year, builders and farmers need 
SISALKRAFT Products more and more for PROTECTION 
uses. EVERY MONTH, millions of SISALKRAFT ads 
(71-million scheduled for 1951) tell these users to ‘See FOR move aud more 


Your Lumber-Building Supply Dealer”. EVERY MONTH, CONSTRUCTION AND 


you can sell these low-cost, top-quality, steady-profit sales 
repeaters for more and more uses. For valuable merchan- FARM USES 
dising aids to help you sell, EVERY MONTH, write now! 


THE SISALKRAFT CO, Owen (iy, nis Sentences call. 


MANUFACTURERS OF SISALKRAFT @ SISALATION @© COPPER ARMORED SISALKRAFT 
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HERE'S THE ANSWER — ONE MACHINE } 
A WILSON for All these operations ; 


@ Cross Cutting @ Rabbeting @ Shaping 
@ Compound Mitering @ Ploughing @ Fluting 
@ Ripping @ Dadoing And Many More 





2, 3, 5 and 7/2 HP 
Models Available 
Manufactured by 


MEDIA a WORKS, F 
INC. D HIGH SPEED 

MEDIA, PENNSYLVANIA, U.S.A. fAlL ¢ UTTING MAS Ly 

: Established 1922 
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the firm are on the second floor of the 
company owned building at-557 West- 
port Road, Kansas City, Mo. The 
Westport retail yard offices and dis- 
play rooms occupy the lower floor of 
the building. 


Originally, nine Wisconsin men or- - 


ganized the company in 1866 to cut 
white pine in Wisconsin and raft it 
down the Mississippi to various river 
towns for proeessing. When the Wis- 
consin timber_ approached depletion, 
the company moved westward to Kan- 
sas City and ieorporated in 1874 as 
a retail organization. Eventually, the 
business spread out over the Kansas 
City area and the state of Kansas 
until there were 60 yards. With the 
advent of hard roads, the transporta- 
tion situation changed to the extent 
that many small yards were closed. 
Today the company operates 14 yards; 
eight are in Greater Kansas City con- 
fines and six are in Kansas. Employes 
number 170 in the headquarters, 
yards, and in the applied roofing and 
millwork jobbing businesses located 
in Kansas City. 


D. E. Axinn Named 
Vice-President 


The appointment of Donald E. Axinn 
as vice-president of Axinn & Sons 
Lumber Co., Inc., and Axinn & Sons 
Millwork and Supply Corp. of Queens 
Village and Northport, L. I., was re- 
cently announced by Michael Axinn, 
president. Mr. Axinn has been as- 
sociated with the companies for the 
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Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 

rfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 


WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


BOX 100, DEPT. 1 ST. PAUL PARK, MINMESOTA 
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past five years in the selling and pro- 
motion departments. 

Mr. Axinn, a member of the Army 
Intelligence Reserve, is a graduate of 
Middlebury College. He is also a mem- 
ber of the Aircraft Owners and Pilots 
Association. 

The Axinn organization has been 
connected with many large housing 
projects including the Gross-Morton 
developments in Queens, and govern- 
ment operations in Norfolk, Va. Dur- 
ing the war the company had many 
contracts with the Quartermaster 
Corps. 


New Officers of King Lumber 
Company 


Officers and directors of the King 
Lumber Company, Grand Rapids, 
Minn., were announced at a recent 
meeting of the company’s administra- 
tive staff. The directors had previous- 
ly selected Charles R. King as 
president to succeed his brother, the 
late Frank E. King, who founded the 
company in 1903. The new head of the 
firm has been associated with the 
company for 38 years, much of this 
time as secretary and treasurer. 

Frank E. King, Jr., was elected 
vice-president and secretary of the 
corporation. Son of the founder, he 
has been associated with the King 
Lumber Company since 1929. E. F. 
Buffmire, now in his 3lst year with 
the company, was elected a _ vice- 
president and treasurer. 

The King Lumber Company today 
operates 11 yards. More than 90 peo- 
ple are employed. 


COMPANIES ANNOUNCE 


Brainard Steel Company, Warren, 
Ohio, has announced the appointment 
of Frank J. Byrne as _ assistant 
manager of sales for the steel strap- 
ping division of the company. He was 
formerly a company sales represen- 
tative in the Cleveland district. Mr. 
Byrne joined Brainard Steel late last 
year and had previously served in 
sales capacities with Allegheny Steel 
Band Company from 1947 to 1950, 
Cleveland Tractor Company, Cletrac- 
Wisconsin Sales Company, and Curtis 
1000, Ine. 


Clyde B. Morgan, a vice-president 
of Rayonier, Inc., New York, from 
1937 to 1941, has returned to the.com- 
pany as president and a director. 
Since 1941 he has been president of 
Eastern Corp. 

Directors of Rayonier, manufac- 
turer of pulp materials for synthetic 
fibres, elected Morgan to his new post 
at a meeting July 17. The office had 
been vacant since the resignation of 
Edward Bartsch last November. 

Rayonier operates large plants at 
Port Angeles, Shelton and Hoquiam in 
Western Washington and another at 
Fernandina, Fla. 


J. D. Streett, vice-president in 
charge of development of Granite 
City (Ill.) Steel Company, has been 
elected president and treasurer of the 
Laclede-Christy. Company, according 
to an announcement made by the Lac- 
lede-Christy board of directors. Mr. 
Streett succeeds D. N. Watkins, presi- 
dent and general manager, whose 





resignation was accepted with regrer, 
A. B. Agnew was elected president 
of the Laclede Christy Company of 
Pennsylvania, a subsidiary, and will 
also serve as vice-president in charge 
of operations and as a director of the 
parent company. The company manu- 
factures a‘complete line of refractory 
products including fire clay brick, 
glass industry refractories, high tem- 
perature cements, plastic fire brick, 
and sewer pipe. Its subsidiaries in- 
clude Laclede Arch Company, Laclede- 
Christy of Pennsylvania, and Laclede- 
Christy of Colorado. 





George La Pointe Dies 


George W. LaPointe, Jr., President, 
O & N Lumber Company, Menomonie, 
Wis., died at his home in that city 


July 24. He was 77. He had not 
been in the best of health for the past 
year, but had been able to visit his 
office daily until a week before his 
death when he suffered an attack of 
pneumonia. 

George LaPointe first became ac- 
quainted with logging and saw milling 
in Wisconsin. After graduating from 
Shattuck Military School at Faibault, 
Minn., and Cornell University School 
of Law, he returned to Wisconsin 
where he practiced law until he be- 
came interested in a small logging 
and saw mill operation. Shortly after- 
wards he started in the retail lumber 
business at Wilson, Downing, and 
Menomonie. Later on he joined with 
the Northwestern Lumber Company 
and the John S. Owen Lumber Com- 
pany in the formation of the O & N 
Lumber Company with headquarters 
at Menomonie. Successively he be- 
came general manager, secretary, 
vice-president and president. 

Under the progressive policies of 
Mr. LaPointe, the O & N Lumber 
Company string of yards became one 
of the largest in the state. As the 
number of yards increased, Menomo- 
nie no longer was the geographical 
center of the company’s operations, 
but Mr. LaPointe would consider no 
other location as headquarters than 
the picturesque city where the com- 
pany was first established. Here he 
married Irene Walker in 1916—here 
he made his home throughout practi- 
cally his entire business career. 

Mr. LaPointe’s contribution to the 
lumber industry extends far beyond 
the development of a highly successful 
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Vheufty PLYWOOD Panels 


with extra buy-appeal 
KNOTTY WHITE PINE 


Here's a decorative plywood that is a consistent money- 
maker . . . Knotty White Pine from Idaho. The Good-I- 
Side faces are top grade with big sound knots that are 
evenly spaced in matching veneers. Two sides sanded 
and the back is reject. 


Sell Knotty White Pine Plywood for wall paneling in 
recreation rooms, dens, cabins, boys’ rooms and for re- 
modeling offices, sport shops, cottages, attic, basement 
or house gable ends. Suggest old style doors be pan- 
eled over to make neat attractive flush doors. Econom- 
ical, large size panels go-up-fast, cutting labor costs. 
V/,""—3-Ply, 4' x 6', 7', 8'. Large stock in warehouse. 
IMMEDIATE DELIVERY. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 


ARmitage 6-7100 Teletype: CG305 
BRANCH WAREHOUSES: Grand Rapids, Indianapolis, Rockford. 
SALES OFFICES: Detroit; Minneapolis; Springfield, IIl.; Milwaukee and Green 
Bay, Wis.; Richmond, Va.; Marion and West Lafayette, Ind. 

SEE PHONE BOOK 














Why Pay Freight 
4 on Waste? 


| 


CALIFORNIA 
REDWOOD 
MOLDINGS 


Complete Custom-Milling 
Facilities 


SEASONED DRY LUMBER — ANY QUANTITY 
ANY SPECIFICATION — DESIRED LENGTHS 
IMMEDIATE DELIVERY — SEND US YOUR SKETCH 
FOR PRICES AND DELIVERY DATES 


WESTERN FOREST 
PRODUCTS 


P.O. BOX 1509, MERCED, CALIFORNIA 











| NORTHERN 
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NORWAY 








RAINY LAKE LUMBER CO. Ltd. 


AY -1i Ohta oe | 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
! 


Selling the Products of J. A. Mathicu, Ltd., Rainy Lake; Ont. 
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keep your EYE 
on: clean, 


Liety-(0-bhierilly 


Write for a copy of: 


Merchandising Plan 

for selling Wolmanized * 
Pressure-Treate 
Lumber. It's & 
a profit- es 
builder. 


American Lumber 
& Treating Co. 


1671 McCormick Bidg., Chicago 4, Ill. 


Branch Offices in Boston, New York, 

Baltimore, Jacksonville, Fla.,. Little Rock, 

Ark., Los Angeles, San Francisco and 
Portland, Ore. 


*Wolmanized is a registered trademark 
of American Lumber & Treating Co. 
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retail company. He went through all 
the “chairs” of the National Retail 
Lumber Dealers Association and after 
serving a multiple term as president, 
he was for many years treasurer of 
that organization. Prior to his “Na- 
tional” days he was for many years 
very active in the Wisconsin Retail 
Lumbermen’s Association, serving also 
as president of that group. 

Probably no one in the industry had 
more friends than George LaPointe 
and he will be sorely missed. We 
know that his family and associates 
know and are comforted by the shared 
grief and sympathy of the entire 
industry—_AAH 


REINOLD COLE MARVIN, presi- 
dent of Marvin Millwork, Inc., and of 
Ellenville Terminal Corp., both of 
Ellenville, N. Y., leading millwork 
jobber and lumberman in that area, 
and active in civic, banking and rail- 
road circles, died July 17, in Physi- 
cians’ Hospital, Plattsburg, N. Y. He 
had been stricken at his upstate lake 
vacation home and rushed to the hos- 
pital for an emergency operation. Mr. 
Marvin was born October 26, 1899, in 
Matamoras, Pa. His father, the late 
Hon. Alfred Marvin, represented that 
district in the Pennsylvania Legisla- 
ture. Early in youth he became in- 
terested in the lumber and millwork 
business and worked in sawmills and 
woodworking factories in Minnesota, 
California, and Texas. With this 
training as a background, he joined 
the Cameron Lumber Co. of New- 
Newburgh, N. Y., in 1921, learning 
more of the business and rising to 
the position of vice-president of that 


organization. In 1936, with Deyo W. 
Johnson, prominent lumberman, he or- 
ganized Marvin Millwork, Inc., in 
Ellenville, entering the wholesale mill- 
work, building materials and lumber 
field and in time making it an out- 
standing company in its area. Only 
two years ago he had opened a branch 
in Saratoga Springs. 


FREDERICK L. FUHR, 53, owner 
of the Morton Grove (Ill.) Lumber 
Company, died of a heart attack July 
20. Mr. Fuhr was the president of the 
company which he started 30 years 
ago. He also served for 12 years from 
1927 to 1939 as president of the Mor- 
ton Grove Chamber of Commerce. He 
was the father of Richard Fuhr, pres- 
ent president of that organization. 
Richard Fuhr will assume the presi- 
dency of his father’s lumber firm. 


R. H. HAYWARD, founder and 
chairman of the board of directors 
of the Kewanee (Ill.) Manufacturing 
Companv, passed away on July 10. 
Mr. Hayward graduated from the 
Massachusetts Institute of Tech- 
nology in 1889 and worked for a 
time with General Electric in Chi- 
cago. In 1905 he moved to Kewanee 
to assume duties as manager of the 
Galesburg & Kewanee Electric Rail- 
way Co. He founded the Kewanee 
Mfg. Company in 1919 and served as 
president until 1949 when he became 
chairman of the board of directors. 
Under his leadership the Kewanee 
Mfg. Company experienced continued 
expansion which included the building 
of an addition in 1950. 








A GOLD MINE ON YOUR DESK 


(continued from page 28) 
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houses, or remodeling, or farm con- 
struction, or any other market 
where long term credit applies by 
helping your dealers use the same 
principle? 

A few pages later, Insulite offers 
another approach. It saves money 
by saving labor, eliminating corner 
bracing and building paper. And 
so does plywood! But even more 
important, isn’t this a strong sales 
approach for the industrial sale of 
plywood. How long since you or 
your salesman have sold plywood 
by helping some manufacturer cut 
costs? 

A few more pages, and Johns- 
Manville says very nice things 
about its excellent Flexboard. 
Nearly every comment is waiting 
for an alert plywood distributor to 
take over. 

You might look at the Barrett ad 
too. It defines a mighty good dealer 
campaign for getting more plywood 
sales. 

Yes, study every advertisement 
to see what constructive, creative 
ideas you can squeeze out of it, The 
best in sales ideas is none too good 
for plywood distributors or their 
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@ LUMBER 

@ PLYWOOD 
@ DOORS 

@® BUILDING SPECIALTIES 


erative service of Fiddes-Moore. 


or small. 








“Quality F-M Service” means you can rely on 
us for help in buying, selling and profiting on top- 
quality building products. Thousands of dealer 
customers now depend on this personalized, coop- 


Take advantage of the F-M guarantee of satis- 
faction on your next order — no matter how large 


1842 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE stress 


Also some Norway and Spruce 
AIR-SEASONED — 
Rough or Dressed 
Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3”&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3’&wider x 13/71”. 


Sawmills — Braeside and Temagami, Ontario 


WATER-CURED 





Member N-A. W.L.A. 1951 
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AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


SAVES 


30 Days Free Trial 


ORDEk NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
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SELL SOL-O-LITE 
WINDOW 
MATERIALS 





PLASTIC STORM DOOR AND WINDOW COVERINGS—Comes 
complete, ready to install. You get 36” x 72” sheet of clear 
plastic with framing strips. Non-inflammable. Cleans with 
damp cloth. $1.00 Per Window, Kit Complete, Ready to Install. 
Large size—36” x 78”—$1.08 per window. 


SOL-O-LITE—Extra Heavy—Wax Cloth—Retail Price 56c per sq. yd. 
GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 43c per sq. yd. 
NU-V-GLASS—Transparent—Laminated—Retail Price 64c per sq. yd. 


GLAZ-SCREEN—10 Mesh—Bright Galvanized Wire—Plastic Coated—Re- 
tail Price 14c per sq. ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Wire—Plastic Coated—Retail Price 
17c per sq. ft. 


SOLO-LITE 


PIONEERS OF 26 YEARS PRODUCING WINDOW MATERIAL 


Manufacturing Co. 


4301 W. North Avenue 
Chicago 39, Illinois 











SLURS Comptes THE LOWEST PRICED 
PLANER — 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
the perfect answer! It will handle everything within its 20" x8" 
capacity with speed and accuracy. It has a heavy cast iron base, 
sectional infeed-roll, sectional 
chipbreaker, 4 driven rolls, built-in 
knife grinding-jointing attachment, 
fully enclosed motors and many 
other desirable features. Available 
in various feed rates, Write for 
details, 













The BUSS line 


contains the ideal 
planer for every pro- 
duction set-up — 
single and double 
cabinet surfacers in 
various capacities and 
the No. 55 Double 
surface Roughing 
Planer. Bulletins on 
request, 


PLANER 
SPECIALISTS 


BUSS 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, 











BuiLpING Propucts MERCHANDISER 








NU-WAY 


SAWHORSE 
BRACKETS 


Show ’em—Sell ‘em 





Used by 

Carpenters ¢ Painters 
Contractors * Plumbers 
Plasterers * Home Owners 
Paper Hangers ¢ Farmers 


Used for 

Sawhorses * Scaffolding 
Work Benches « Road Barriers 
Trailer Supports ¢ Platforms 
Dock Supports * Game Tables 


Profit-priced, too! 


There's a proved steady demand—and these 
stronger, simpler, lighter-weight brackets 
will make sales. You get a colorful counter 
display sales carton at no added cost. Your 
jobber or write for name of nearest supplier. 









-eTAIL AT $]5O (51.60 West of Rockies) 


" Pe] | THOMAS PRODUCTS 
COMPANY 
~. FZ 8490 Lyndon Ave. ¢ Detroit 21, Mich. 





Huther Bros. Tungsten Carbide 
Tipped - Cutter Sets for Doors 
are designed to meet the most 
exacting demands of continuous 

production. Set is designed to 
| make both male and female 
cuts to your specifications. An 
essential tool for top production. 





SHOWS ACTUAL CUT IN WOOD 


HUTHER BROS. SAW MFG. CO., INC. 


1290 University Ave. + Rochester 7, N. Y. 





SAW MAKERS FOR OVER>65 YEARS 


‘ 
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customers. Your trade publications 
are a gold mine of the best sales- 
manship in the world. Each month 
opens up a new, rich vein for you 
to work. 

After a_little practice, you will 
find far More creative selling than 
you can use. So take only those 
that suit=you best. Oil up the old 
mimeograph afd get set for— 

Tough Selling Days Ahead! 

B. E. Babbitt, 
Managing Director, NPDA, 
Chicago, Ill. 


Answers to 
“What's YOUR Answer?" 


(First read the questions on page 108) 


1—The product from Texas is Asbes- 
tos shingles. The company is Abestos 
Company of Texas. See page 6. 
2—The dealer is Amos D. Bridge’s 
Sons, Inc., Harzardville, Conn., and 
he makes wood spools for a wire man- 
ufacturer. Page 80. 

3—To see what’s on a woman’s mind 
try page 11. The Stained Shingle and 
Shake Association tells all. 

4—Spear Lumber Company, Cheyenne, 
Wyo., combines low inventories and 
customer service to make a profit. To 
see how it works turn to page 90. 
5—You’re right. Masonite made a 
big bang 25 years ago. See page 30 
for the inside story. 


6—Unit planning was developed by 
the University of Illinois Small Homes 
Council to provide better housing. 
For a typical plan see page 94. 
7—To see whether you “lite” up with 
the answer, turn to page 68. Marsh 
Wall Products knows what fits every 
remodeling picture. 

8 — RO-MAC Lumber and Supply 
Company, Tallahassee, Fla., uses an 
unusual radio show and a museum 
exhibit to bring women customers to 
his paint bar. For further details 
see page 88. 

9—This was a “hard” question. If 
you didn’t guess the answer, General 
Portland Cement Company tells all on 
page 125. 

10—Andersen Corp.’s new transom- 
type windows are of short height and 
glide. See page 112. 





LUMBER ON WHEELS 


(continued from page 97) 





again. Some contractors have used 
it as high as twenty times. 

Sheet rock has been very scarce for 
the past five years but at the present 
time we have a reasonable supply and 
we are selling it to all comers, 
whether or not you need lumber or 
other building materials and we sell 
our sheet rock at the regular price. 
We do not charge any premium. 

Most people are interested in bar- 
gains and we want you to know that 
we have a very large list of bargain 


items of lumber and building mate. ~ 
rials, all of which is good merchan. — 
dise. Some of it is material which we © 
“over-bought.” Other items are mer. 
chandise which we are discontinuing, 
All of it we are selling at cost or legs 
than cost. These bargains consist of 
dunnage lumber which is_ suitable 
only for crating, bracing, scaffolding, 
etc. (We are selling this dunnage 
lumber for only $50.00 per thousand 
delivered and we have it in both 1” 
and 5, thickness), odd size sash, off 
color paint and many items of both 
dressed and rough hardwood lumber, 

Our concrete plant is back in op- 
eration and we hope you remember 
us if you need ready mixed concrete, 
Some of our friends tell us that we 
sell the best concrete in the City of 
Birmingham. 

We invite your account and we as- 
sure you we will try to give you 
excellent service. 

GRAYSON LUMBER COMPANY 
715 North 39th St., Phone 9-1131 


Billboard advertising is used 
on the highways just at the 
entrance to town: on the Mont- 
gomery Highway; the Jasper 
Highway; the Tuscaloosa High- 
way; and closer in—directing 
traffic to the yard—are electric 
neon signs at lst Avenue, 10th 
Avenue and 39th Street. 

Officers of the company are: 
C. H. Grayson, president; J. N. 
Grayson (son), vice president; 
and G. M. Grayson, secretary. 








@ How much will it cost to heat my home with 


HOW TO 
FIGURE 
HEAT LOSS 
EASILY 


=—,./ < 


coal? gas? oil? 


@ What size stoker will | need? 

@ What size burner should | buy? 

@ How big a heater is required? 

@ What will | save using different types of 


insulation? 


@ What will storm windows save me? 
Copyrights in U.S.A. and Canada 





Give your customers 

quick answers to these questions and 

many others with the Climatemaker Heat Loss Cal- 
culator. Figures b.t.v. loss per room; warm air heat- 
ing—c.f.m. required; pipe area, pipe & stack size 
blower & burner size; sq. ft. steam or hot water 
radiation. Residential heating only. Book tells use 
in easy steps. Send $15 cash, check or money 
order. Order from: Climatemaker, Dept. 201, 
Box 378 Bloomington, Illinois. Clip this ad. 


QUICKLY 
ACCURATELY 
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_. Specialists in Oak Floor- ~ 
ing. General wholesal- =~ 

= ers of all lumber items. = 





Contact us on your 
needs, 


—— 
—_ 























@ FABRICATED BOXES 


Jeffreys-MecElrath 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 


@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 





THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Factory Locations 


Milledgeville, Ga. Macon, Ga. Keesville, Va. 
Arkwright, Ga. Chase City, Va. Raleigh, N. C. 
Jackson, Ga. Oxford, N. C. 


Rainelle, W. Va. 
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